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A Sense of Proportion 


It’s the Greatest Need of the Shoe Merchant 


November and December, every- 

body talked colors freely: When 
an industry is optimistic it sees 
through rosy glasses. Everybody did 
the very same thing. Part of the 
optimism for colors was a prospec- 
tive thought on the part of the mer- 
chant who had some hang-overs in 
colors from last year. He figured 
that with color ahead he could clean 
up on the old stock. 

The Styles Committee frankly 
said: “Colors will lighten as the 
season progresses,” but hundreds of 
merchants figured out that they 
would protect their business by hav- 
ing the lightest colors in their store 
in February. If they sold then, 
they could duplicate and go further. 
If they didn’t, why, there was a full 
six months ahead to clear in. There 
was a lot of cozy buying, all for the 
purpose of out-smarting the other 
fellow. 

The style platform, as published 
in our issue of Nov. 6, 1926, 
said: “In women’s styles for 
general use, first, tans; sec- 
ond, black leathers, and, third, 
colored leathers. Colors will 
lighten as the season ad- 
vances. For dressy and in- 
formal wear, first, colorful 
shoes (this includes the 
blonde, gray and tan shades. 

Refer to Color Card) ; second, 

patent and black 
leathers; third, 
black satin.” 


[: the very optimistic period of 


sense of proportion. No style com- 
mittee ever intended that a trade 
should buy anywhere near 100 per 
cent of its footwear in colors. Past 
performance would indicate to any 
merchant that there is need of bal- 
ance in stock. This sense of pro- 
portion was missing in the merchan- 
dising and manufacturing trade this 
season. In everybody’s mind, color 
was the new and exciting thing, 
while black was the staple item and 
therefore ignored. 

So many materials are now avail- 
able for shoe production that it is 
possible in black, tan, gray and 
white to get an infinite variety in 
each classification. A shoe stock 
must be diversified. When suede 
was played too heavily a number of 
years ago, it over-balanced stocks 
and brought a low period of suede de- 
mand for three seasons following. 
When satin was similarly over- 
played, it put that excellent material 
out of the running for a long time. 


In a true sense of proportion, 2 
stock should be bought in balance 
with the demand of the community. 
The merchant is the selector of shoes 
for his community, and the customer 
the final arbiter. The merchant can 
influence demand by showing the 
customer the place of a shoe in the 
scheme of dress, but he cannot vio- 
late all sense of proportion by hav- 
ing too much stock in any one 
classification. 


HE Style Board should not have 
been interpreted to mean a place 
for colored materials only. The trou- 
ble with the shoe industry is that it 
keeps no record of its past perform- 
ances. Since style came into the 
game, every February and March 
for five years has shown a period of 
black punctuation, mostly in pumps 
and very low-cut effects. The dress 
people call this a period of punctua- 
tion. It appears at the end of one 
sentence, or just previous to the be- 
ginning of a new period of style. 
Black with them is used for ex- 
actly that purpose. 

This thing is positive—that 
the merchant who read the RE- 
CORDER was forearmed. In that 
same issue of Nov. 6, when we 
had the story of the color report, 
Morris Wolack of Wolack & 
Bauer, Chicago, said, and his 
opinion is worth something, 

“There are two 
basic rules which 
any merchant can 





The greatest “~ 
need in the shoe 


trade today is a 


When in. doubt—black. This factor alone should make any merchant 
realize the need for a constant supply of black shoes. 


follow and build 
business success- 
fully. The first is 


[CONCLUDED ON PAGE 80] 
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(Tass has come out of can- 
vases and picture frames into 
the world of fashion. A very 
few years ago only a radical artist, 
painting an impressionist picture, 
would have dared to be so free with 
a palette. Now our clothes, our cars 
and our homes are all vibrant with 
modernistic color. New color words 
have come into the fashion language 
—French color words that are 
Greek, I imagine, to the artist: “De- 
grade,” to describe the graduated 
effect of several shades of the same 
color used together; “composé,” used 
to identify a costume made up of 
two colors, two shades of the same 
color or of two quite different ma- 
terials. 

‘Every day prejudices about color 
go by the board as new shades come 
into the mode. e wear colors on 
the street that we would have con- 
sidered far from nice once upon a 
time and not so long ago. We throw 
colors together that are supposed to 
scream at each 
other, and often find 
them “quite con- 
genial. Our thoughts 
about color are all 
shaken up and re- 
freshed and we see 
things through new 
eyes, the eyes of the 
mode. It is fashion, 
as offered by the 
great couturiers and 
worn by the women 
of the world, that 
makes the color 
rules inclothes. The 
rules that were so 
fixed for so long 
are constantly 
changing, like liv- 
ing things. 

The smart woman 
has a certain feel- 
ing about the rela- 
tion of color to the 
climate. Every once 
in a while she goes 
quite against her 
code and wears a 
bright, hot red in 
the middle of sum- 
mer or a soft frosty 
blue at Christmas. 
But, as I have said 


Helps to Shoe Selection 


Correct and Effective Color for the Complete Costume 


BY ANNE MADISON 


before, that is because she is making 
her own color rules and is therefore 
quite entitled to break them. Usu- 
ally she likes cool colors in the 
spring, the fresh blues and the 
greens, the cream beiges and the 
misty grays. Paler, even cooler, 
tones are first all through the really 
warm weather. The first leaf turns 
in September, and the warm copper 
and red browns have their turn, too. 
Each year someone introduces them 
with a fashion flourish that makes 
them seem altogether original. Next 
autumn will surely find a new name 
for Agnes’ “African” shades of last 
year. With the winter, town colors 
deepen and darken. Garnet reds 
and the greens of fir trees are al- 
ways appropriate colors for the days 
when the dark comes swiftly. 
Florida days, with their brilliant 
weather, call for light but sparkling 
colors that the reflection of sun on 
sand cannot pale—jade green, bright 
yellows and beiges, clear peach 









shades and bright blues. And made 
to defy the glare of sun on snow are 
the gay accessories of somber win- 
ter sports clothes at Saint Moritz 
and in the American northland. The 
year ’round black comes and stays, 
and so does white, dividing the hon- 
ors between them—more black for 
the cooler weather, and more white 
for the warmer days. 


LL the accessories follow the 

color moods of costumes. In the 
autumn and the winter, shoes and 
stockings grow darker to blend un 
obtrusively with the deep tones of 
costumes. All the shoe shades have a 
deeper, richer tone in Titian and 
golden brown and stroller tan. On«e 
of the first signs of spring is the 
light shoe returning to its own agair 
in water lily and shell gray, blondette 
sandstone and rose blush. A sure sign 
of summer is the pale beige shoe, 
the bright colored shoe and th 
white shoe in the cool beauty of 
glazed kid. 

The surface of 
fabrics has a great 
deal to do with 
the effectiveness and 
the becomingness of 
color. A shin 
ing surface lik 
satin catches _ the 
light and gives a 
reflected glow to th 
eyes and the skin 
and the hair. On 
the other hand, un- 
doubtedly dull fab- 
rics are _ distin- 
guished because 
only the most beau- 
tiful person is bril 
liant enough her 
self to be quit: 
indifferent to th: 
soft tribute of that 
gleaming color. But 
masculine eyes lik: 
things that gleam, 
and, all in all, ther: 
is much to be said 
for accepting all the 
gifts of flattery and 
chivalry that are to 
be had! 

The mode has 
made a very good 
[CONTINUED ON NEXT PAG: ] 
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The Classical One-Strap 


Universal Shoe Type, Good at All Times 


The third in a series of 

fundamental footwear need- 

ed in every stock for proper 
balance 


fundamental types 

of footwear needed 
in every shoe stock every 
day of the year, we now 
come to the one-strap. In 

, previous issues we have 

taken up the pump, the low 
lace tie, and now we come to 
the standard, and almost 
staple, the one-strap, a favorite 
for many reasons. 

Here is one type of foot covering 
that will fit more feet with fewer 
lasts, sizes and widths than any 
other shoe carried in stock. The 
reason for it is the free fitting value 
of the one-strap pattern in all 
heights of heels, and the adjust- 
ment made possible by changing the 
button or buckle to adapt it to the 
size of the foot at the instep. 

One-straps have been continu- 
ously successful, although they have 
changed slightly each season. At 
present the very narrow one-strap, 
with a harness buckle fastening, is a 
high style favorite. In the stock 
of good proportions one-straps now 
constitute 40 per cent of the stock 
on hand. 

We illustrate the basic one-strap, 
but this season the sides have deco- 
rations, overlays, or inserts leading 
up to, and becoming part of, the one- 
strap design. With all these little 
possibilities of trimmings, a favorite 
still continues to be the plain, sim- 
ple one-strap. 


I: this discussion of 


T lends itself to all colors and to 

all materials, and is a universal 
pattern in every store’s stock. We 
therefore consider it one of the clas- 
sics of the shoe trade. Our reason 
for illustrating and explaining these 
various types of fundamental pat- 
terns is to give the shoe merchant 
some proportionate idea of his own 


stock and also of its  salability. 
A store with 100 per cent jazz 
footwear must find new customers 


The one-strap has more fit- 

ting advantages because of 

its adjustment, no matter 
what the height of heel 


all the time. The store 

with some of these clas- 

sic numbers holds and 

retains the steady cus- 

tomer who wants a shoe 

with beautiful stream- 

lines, simple in design and 

high class because of its 

proud simplicity. This type 

of one-strap, like the pump 

and the low tie, must be a bal- 
anced pattern, having just the 
right area between the throat and 
the strap, the top of the instep and 
the curve to the back of the heel. 
The same shoe with a wide binding 
in a contrasting color is very smart. 
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compromise, however, between dull 
materials and shining ones, in frocks 
made of one trimmed with the other. 
Crépe satin with its two surfaces is 
the perfect diplomat among fabrics. 
And this combination of surfaces is 
a fashion idea very much to the fore 
at the moment. 

The softer or the darker colors are 
the best alliance with shining sur- 
faces in fabrics. High, bright 
colors with a high luster are usually 
overpowering. <A cherry red satin 
is too conspicuous, whereas cherry 
red may be quite a different matter 
in a woolen or a dull silk. Velvet, 
however, is a material that can be 
worn in the brightest colors without 
being garish. The light sinks into 
its deep pile and gives the color a 
depth, a richness, a bloom, like a 
ripe, perfect fruit. Bright colors 
are at their very best also in trans- 
parent fabrics, because the light 
sinks through the sheer web of 
georgette, of roma or of chiffon. 


I believe the colors you should 
wear depend most of all upon your 
spirit. If you are a very vivid per- 
son, bright colors may make you 
overbold. If you are sensitive, these 
same crude colors will be alien to 
you. Whatever your type, there are 
plenty of colors among those of the 
mode that will be especially respon- 
sive, especially yours. If blue is 
such a color for you, wear it while it 
is in fashion, but if it should go out, 
don’t cling to it forever, for blue 
will come back again and, in the 
meantime, there are others. If red 
or brown is not your color, then be 
individual for a red season and wear 
something else. 





More information on color and its 
value in shoes in relation to the 
costume can be obtained from the 
booklet prepared by Miss Madison, 
which we will be only too glad to 
mail on request. 
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Getting More Shoes Sold Right 


For Men Only 


HE men’s trade seems to be in the doldrums. 

The reason is not far to seek. There has been 
less real thinking applied to men’s shoes than 
almost any article offered to the public. Manu- 
facturers followed the leader. They saw blond 
shoes going strong in women’s lines and at once 
fried to force blonds onto the men. They feared 
a return to blacks and started a campaign urging 
men to wear no tan shoes after six o’clock. Men 
bought the blacks and wore them constantly. 
Then the slogan “Walk for Health.” Men saw 
behind it an attempt to sell them more pairs. And 
so on, and so forth. The men’s trade seems to have 
been floundering about for several years with no 
idea of a destination, no plan, no study of the real 
situation. 

Instead of making a survey of the situation, 
finding out what was wrong, the men’s trade has 
been trying to bolster up business by following the 
lead of the women’s trade. They seemed to think 
that because the women’s trade was prosperous 
they could borrow some of that dope and use it. 
They utterly forgot that men are men and women 
are women. 

Manufacturers in other lines employ trade in- 
vestigators who travel over the country, ask 
questions, make observations, learn just what is 
happening. If they have an article to sell to house- 
wives they send out their trade investigators and 
interview thousands of housewives. Has the shoe 
trade done anything of that kind? Perhaps a few 
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questions have been asked of retail merchants. 
But an investigation carried on inside stores is 
about as futile a thing as can happen. The aver- 
age merchant—in shoes—knows very little of what 
is going on outside the portals of his store. 

He sees that Smith down the street has some 
new: models and colors. At once he must have 
some of the same. The results are that he and 
Smith present for rejection exactly the same shoes 
and colors. 

He sees that Brown has cut the price on his lines 
and hurries back to the store to follow suit. 

Along comes a representative from a factory and 
tells him that he heard that some one said that 
he heard some one else say that sky blue bat skin 
was to be all the rage. Off goes an order for bat 
skins of sky blue. Of course it is not as bad as 
that. But it comes perilously near being. 

Hearsay—Conjecture—Guess work—Substitut- 
ing for thought. Instead of making an investiga- 
tion in the channels of reality off they go into the 
realms of may-be-so. It’s a sad tale, mates. 

What’s to be done? Criticism without helpful 
suggestion is the old army game. Let’s think. 
Let’s investigate. Let’s follow the lead of some 
real leaders. Let’s take a leaf out of the book of 
a manufacturer of washing machines who sent hun- 
dreds of trained investigators into every city, vil- 
lage and town of the country to ask why it was 
his machines were not moving. He learned that 
there was something wrong with the handle of the 
thing. Then he corrected it and sold millions. The 
fact that he sent out the investigators was the best 
advertising he ever did. 

Would it not be a brilliant idea to send out some 
investigators and find out why men are shoe un- 
conscious ? 

And, by all means, do not ask merchants. They 
do not know. Ask men. By asking ten men a day 
for 30 days the trade will get some information of 
exceeding great value. 


Give ’em Thrills 


HE moving picture people, knowing the love of 

the people for human interest stories, for tales 
of adventure and passion, seek out the bizarre and 
outlandish. They weave wondrous yarns about 
saucer-eyed morons and _ patent-leather-haired 
sheiks. They use publicity by the yard to tell the 
eager people how many wives and husbands cer- 
tain stars have won and lost. They dwell upon the 
sensational and exciting phases of life. When 
they see public interest in a certain star beginning 
to wane they hunt up a new one and spring him 
or her with weird tales to accompany. Usually the 
star comes from some mediocre source, it may be 
the East Side of New York, but to the gawping 
public the star is presented as Russian Count or 
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Countess who narrowly escaped massacre at the 
hands of the Bolsheviki, swam across the straits, 
saved the crown jewels by a hair’s breadth, and 
now is presented as the world’s greatest movie star. 

Oh, they know the way to do it all right. They 
know their public. And they get the money. 

No wonder the movie theaters are getting most 
of the money that it lying around loose. 

The radio people use softer methods but just as 
effective. They sell millions of sets, batteries, 
wiring, accessories, and grow richer each day be- 
cause they know their public. Look through any 
newspaper and see the programs offered from 
early morn to late hours of the next day. Watch 
the advertising pages of the magazines for an- 
nouncements of the Super-Super-Hetro-Magno- 
Dynes. Resist them if you can. The wisest of us 
become radio bugs. Our living rooms become 
listening posts. We stay awake at night lest we 
miss something that is advertised to “come on the 
air.” The money we might spend for shoes, for 
clothing, for real things of life, go to swell the 
fortunes of the radio people. And all because we 
like novelty, sensation, thrills. 


The automobile peo- 
GN 
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plies to diamonds, to installment furniture, to fur 
coats, to all the things that people buy instead of 
shoes. 

Well, what are we going to do about it? Sit 
and suck our thumbs and whine? For Pete’s sake 
let’s take a tumble to ourselves and get into the 
big money. 

Printer’s ink has made millions for people with 
less brains than there are in the shoe business. 
Printer’s ink has taken a little pants maker and 
set him up as one of the greatest artists in the 
movie world. It may lift the shoe business out of 


the doldrums if we only set about our task in a 
sensible, business-like fashion, using what the Lord 
placed in our skulls in the way of gray matter. 


When Volume Is Impossible 


66 ET lasts that are right, sizes that are right 
and follow the RECORDER precept of selling 

every pair at a profit, and the men’s shoe business 
will be on a much better foundation,” to quote 
W. F. Clark of Macon, Ga. “In cities of our size sales 
cannot be forced, so we can never hope to get a big 
volume. When we rea- 


“> ize our sales limitations 











ple, knowing our love 


for color, for newness, 
for luxury, our pride 
of possession, trot out 
a new model every lit- 
tle while and persuade 
us that we are back 
numbers unless we ride 
in a new Straight- 
Twelve-Master Sedan, 
with pink upholstery 
and robin’s egg body. 
Do we fall for it? You 
tell ’em. Go to any 
automobile show and 
try to get away with- 
out the feeling that the 
old car looks like a 
wheel barrow. 

Pick up a copy of The 
Saturday Evening Post 
and look through its ad- 
vertising pages. There 
is one reason for the 
enormous prosperity of 
the automotive indus- 
try. And the automo- 
tive accessory business. 
And the tire business. 
And the dozens of 
other things that be- 
long, or do not belong, 
on automobiles. 

All of the above ap- 


The Reason Why 


BUCKLEY SHOE CO., INC., 
Houston, Texas 

The Boot & Shoe Recorder, with the good news 
it brings to shoe merchants throughout the country, 
is not only an educational trade journal, but an 
inspirational one as well. 

If read carefully by all retail shoe dealers it will 
help them over the hard spots. 

I consider the Recorder authority on styles, on 
good merchandising, on good office system, and 
window trimming. 


A copy of the Boot & Shoe Recorder should 








occupy the most prominent position on the boss’s 
desk, and the salespeople should be schooled in the 
knowledge contained in each issue. 

Yours very truly, 


(Signed) W. E. BUCKLEY. 


* * oe 


Will Buckley is a thorough business 
Everybody who knows him knows that. 

Current issues of the RecorpER can always be 
found on his desk. 

And he’s got the happy faculty of putting into 
effect good ideas that he reads about. 

Mr. Buckley is the type of merchant the Re- 
CORDER likes to have on its subscription books. 


Secs he 


President. 
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and make our plans ac- 
cordingly, we are much 
better off. If mer- 
chants would keep their 
stocks clean there 
would be no need of 
sales.” The stock must 
be kept clean, so when 
a few pairs of shoes 
that need to be forced 
out are discovered, a 
reference to the card 
records is in order. 

Information as_ to 
who might be _inter- 
ested in these particu- 
lar shoes is quickly ob- 
tained, then a phone 
call or a personal let- 
ter brigs the customer 
to the store. A frank 
statement as to why 
the shoes are selling at 
a reduced price is the 
means of making the 
sale and building cus- 
tomer confidence. Great 
hurrah sales, in Mr. 
Clark’s opinion, tend to 
break down this confi- 
dence and hurt the 
store’s prestige mate- 
rially. 
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New Hotel Statler at which New England Shoe and Leather Exposition will 


be held 


New Features Planned for 
Boston Show 


LANS which will make well 
worthwhile the attendance of re- 
tail shoe merchants from all parts 
of the country are being formulated 
by the various committees in charge 
of the New England Shoe and 
Leather Exposition, to be held in the 
new Hotel Statler, July 5, 6 and 7. 
One radical departure from the ac- 
cepted order of affairs of this kind 







Plan of the mezzanine 
floor where activities of 
the New England Shoe 
and Leather Exposition 
will center 





is seen in the decision of the officers 
to do away entirely with the run- 
way parade of models and to substi- 
tute for that feature an entertain- 
ment of particular interest and help 
to shoe men, an entertainment novel 
in character. Announcement of the 
nature of this entertainment will be 
made later. 

The activities of the exposition 
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will center around the mezzanine 
floor of the hotel, with its elaborate 
array of private dining rooms, ball 
rooms and huge banquet hall. On 
floors above are sample rooms of 
various sizes, sufficient to accom- 
modate all who want to show their 
lines. Whether there will also be 
booth displays has not yet been de- 
termined. 


| LADILS PARLOR 
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A Profit On Every Pair 


The Shoe Trade Must Get Back to First Princi ples 


HE value of the study of mathematics is not 
primarily in its practical application to figuring 
lengths, areas and solids. Mathematics trains 
the mind to a sense of proportion. A simple under- 
standing of arithmetic prepares the merchant to 
figure a profit on the selling price. 
It is that sense of proportion that is most missing 
in the shoe industry. Almost every one in the shoe 


to make a profit for the store, no matter what its 
volume, provided overhead and the other factors 
were made in harmony with the number of pairs 
sold on the daily average. 

No crusade ever attempted by a business paper 
has had a greater effect on the minds of merchants 
than that based on the BooT AND SHOE RECORDER’S 
plan of “getting a profit on every pair.” 


trade believes that 
volume is the cure for 
everything, and _ yet 
we had a production 
of 324,000,000 pairs 
of leather shoes last 
year, but no profit as 
a whole was made by 
the shoe industry. 
Here is an industry 
that sells, perhaps, 
400,000,000 articles of 
foot covering, when 
you include’ every- 
thing, tennis, rubbers 
and overshoes, yet for 
the service rendered, 
no profit was made in 
a year better than the 
average in all other 
lines of business. 
With such a situa- 
tion, every member of 
the industry should 
get back to first prin- 
ciples. No service 
should be _ rendered 
without a profit. Not 
a pair of shoes should 
be sold without a 
profit. If the profit 


per pair was some 
proportionate part of 
the selling price of 
that shoe, then the 
multiplication of that 
unit would be bound 











Ask Me 
Another 


By A. F. BANCROFT 


Bancroft Walker Company 
Boston 





How can you recognize a McKay shoe? 

Look inside the shoe. If there is a sock lining lift it suf- 
ficiently to ascertain whether there is a row of stitches 
appearing on the surface. 


Where does the McKay shoe get its name? 

From Gordon McKay, born at Pittsfield, Mass., 1820, died 
1906. He was a civil engineer, capitalist and manufacturer 
who perfected Blake’s invention, since known as the McKay 
sewing machine. 


What shoe filled a place in the history of the Civil War? 
The invention of McKay sewing made possible the rapid 
production of hundreds of thousands of pairs of army shoes. 
This really started the machine age of shoemaking. 

Are all McKay shoes manufactured practically the same way? 
No. Because the process is comparatively less costly than 
other important ones, the cheapest of shoes were practically 
always McKay sewn. Consequently most McKay sewn shoes 
contained poor materials and poor workmanship. Today 
McKay sewn shoes are made by several different processes 
and in many cases in fine grades. 


What is the distinguishing feature of a McKay last? 


. There is no absolute distinguishing feature today. At one 


time they were all made with iron bottoms, the iron bottom 
being used for the turning of tack points in the lasting of 
the shoe. Today there are many McKay sewn shoes being 
manufactured on lasts that have no iron bottoms and no 
necessity for them, because there are no tacks left in the 
shoes. 

(Next Week—Welt Shoes) 





erenPMEN NAH 


eveeenenvernertay 


In the “Automotive 
Industries,” Julian 
Chase, directing edi- 
tor of the Chilton 
Class Journal Pub- 
lications, says: “A 
greater profit per unit 
is the automotive in- 
dustry’s need. Selling 
cars on too slim a 
margin is reacting to 
the detriment of fac- 
tories, parts makers 
and dealers.” 

Mr. Chase, in the 
next paragraph, gives 
a thought that has its 
similar application to 
the shoe dollar. The 
shoe has been figured 
on the basis of the 
cost of assembling 
parts in the factory 
and making a charge 
for its materials, plus 
the expense of doing 
business; whereas, the 
real value of the shoe 
today is not in its in- 
trinsic usefulness, but 
in its fashion valua- 
tion. Here is what he 
says: 

“But the real value 
of the automotive dol- 
lar lies, fortunately, 
not in what it buys in 
CONCLUDED ON PAGE 80 
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Here, There and Everywhere 


Ideas on Advertising, Display and Selling 
for the Busy Merchant—Tabloid 


Store Fittings 
T takes something to relax a person’s mind to make 
selling easier, particularly in a shoe store. Here 
considerable waiting is done on the part of the cus- 
tomer while the size is being looked for or while the 
salespeople are busy with other customers. 

In many shoe stores there is an unexplained length 
of wall above the shelving that might be profitably 
used to reflect a quality of elegance that is in the 
shoes and to give a customer something to look at which 
will make waiting less irksome. Photographs or oil 
paintings or water colors may be used. In a shop 
where thousands of dollars are spent in equipment 
there ought to be some to put into life and color and 
action and interest that will warm up a customer. The 
right kind of atmosphere in a store, embodied in the 
appointments, will give a customer an impression of 
quality that will eliminate the necessity for a great 
deal of preliminary selling on the part of the fitter. 


* + 


Concentrate on Types 


Merchandising Helps 





Every merchant ought to 
have as part of his window 
“properties” a dummy of a 
man, woman and child. Shoes 
alone in a window are too 
detached... The passerby is 
forced to visualize the effect 
a pair of shoes on display will 
have in combination with 
what they have to wear. If 
a merchant took a nurse for 
a subject, with the dummy 
there could be a complete 
story told of the advisability 
of wearing certain types of 
shoes for this kind of work. 
This would also have an effect 
on other women who would feel 
that what is good enough for 
a nurse certainly ought to be 
the right thing for them. 
Such a display would not be 
confined to work shoes; all 
types would be shown. Use a 
dummy and borrow its cloth- 
ing from the apparel shop 
giving this shop credit. The 
apparel shop ought to use 
your shoes in their windows. 
A good working agreement 
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between the shoe shop and an apparel shop ought to 
bring in a good deal of business to both. The use 
of dummies in a shoe store window ought to “personal- 
ize” the display. 

* * * 


News in Advertising 


Advertising must compete with news, so it would 
be a good plan to get something into each advertise- 
ment that will get the advertisement read. Odd occur- 
rences about town if cleverly put into advertising will 
start people talking about your ingenuity, and if one 
can get their store into the public mind sales will cer- 
tainly increase. One might go into history for odd 
things such as how Valentine’s Day originated. Some- 
one in town with a “nose for news” could be delegated 
to this job and some suitable method of payment can 
be decided upon. 


* * * 


Telegraph Blanks 


As a good all around method of exciting quick inter- 
est in the new arrivals the 
use of telegraph blanks is a 
good one. Everybody will 
read a telegram. Therefore 
send out a hand-written or 
typewritten description of the 
newest shoes, with some facts 
pertaining to their origin, by 
mail. Describe and price each 
shoe in the window on a tele- 
graph blank. Make up the 
newspaper ad in the form of 
a telegraph blank. Here you 
have a complete tieup of win- 
dow, mail advertising and 
newspaper advertising. Use 
copy something like this; 
“Direct from Fifth Avenue. 
Three weeks ago this style 
appeared in New York City. 
Now you have it. Wear it 
with your latest frock in 
(name colors here). You will 
have the distinction of being 
first to wear it in Blanktown.” 
* * 


For Factory Towns 


Some factories pay off in 
checks. Write a letter to the 
workers in these factories 
offering to open a bank ac- 
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account with a $3 deposit with the purchase of two 
pairs of shoes. The local bank ought to cooperate on 
this idea in view of the fact that they are getting the 
business opened up by you, and from the bank’s point 
of view having you do this is more important than if 
they were to do the same thing. It doesn’t seem so 
selfish when somebody else besides the bank is interested 
in having a person start a savings account. 

An idea like this might become a fad and spread 
through the entire force.. Only those not having a 
savings account would be eligible. The shoe merchant 
could go to the banker and 


Postal Card Specials 


For a steady clearance of odds and ends the Govern- 
ment Postal is being used by many concerns with good 
effect. Each month a postal with a list of bargains is 
sent out to a good sized list. Just the description and 
the price on one line is necessary. The job may be done 
in the local printshop at a very reasonable figure and a 
high school girl can address the cards in after-school 
hours. This is a good way of reaching bargain hunters 
whose rule it is to buy only at reduced prices. A list 
may be made up of those out- 
side one’s regular patronage. 





name the number of workers 
whose business it would be 
possible to get on a plan like 
this. The banker could be 
depended upon to work out 
the financial side of the 
scheme. The three dollar de- 
posit might be made to apply 
only in the event of a certain 
other amount being deposited 
within a certain time, etc. 
The idea is one that will 
appeal to workers—that of 
having some incentive put 
before them to save. 


* * co 
Gift Giving 
Friendliness is a great fac- 
tor in business. Generosity 


x * * * 

Getting School Business 

Whenever a high school 
team, whether it be hockey, 
basketball, football, etc., at- 
tains any prominence in 
school games it would be a 
good plan to give the team an 
outfit of shoes free. The ad- 
vertising value of such a 
stunt if properly exploited 
will prove profitable. One 
ought to get a goodly share 
of a school’s attendance for 
customers on this idea. 

* * *% 


Something for Nothing 
Always Good 








The lure of something for 











is the “open sesame” to an- 
other’s heart and pocketbook. 
For children the gift assumes 
great importance. They never 
forget the store-man who 
gives them something. A gift 
needn’t be costly for it would 
be more of a _ spontaneous 
giving without any announce- 
ment than something about 











nothing remains as good to- 
day as it ever was. It would 
be a good plan to have as a 
regular feature during the 
year the giving absolutely 
free of a complete outfit of 
clothimg to a boy or girl under 
a certain age whose parents 
become the lucky possessors 
of a red sales ticket. The 





which to make capital. The * 
market is full of gift possibili- ; 
ties. They are too numerous to mention here, but the 
suggestion is put forth to look into this proposition. 
A little outlay now will bring back high dividends later. 
And you can remember men and women as well as 
children. Any little novelty picked up in some other 
city would make a good gift, like a key-ring for men, 
or a nail file or powder puff for women. 
* * * 


Home Fitting 


As a little extra service which doesn’t cost anything 
and which ought to provide some lucrative morning 
work for salesmen who would otherwise stand wait- 
ing for customers to come in, offer to send a man out 
to homes in the morning for fitting. The ones to whom 
this service is offered would be carefully picked—old 
customers would be best. 

Call it your “Home Fitting Service” and explain in 
a letter how you are prepared to save a person’s time 
or to save one an extra trip to town when something 
special is wanted. A call on the telephone will bring a 
salesman to the home any morning it may be explained. 


number of sales tickets could 
be spread throughout the sales books at certain places 
on the basis of so many free outfits planned to be given 
away during the year. If the holder does not happen 
to have any children it is his or her privilege to give 
the slip to a friend. In this idea one may even get the 
cooperation of a clothing dealer who will sell the outfit 
to you at cost for he also will be getting the benefit 
of some publicity in the scheme. 


* * * 


Ten-Minute Talks 


Every day there ought to be brought up before the 
salespeople a discussion on how any unusual case of 
selling was handled the day before. This will allow 
an interchange of ideas that will prove helpful to all 
concerned. In such a discussion a merchant will find 
out just how his customers are being handled, a thing 
that is hard to find out in any other way. A pretty 
good record of what is being asked for that cannot 
be purchased in the store may be made in this way. 
The merchant who writes his own advertising will get 
the material for his ads in this way, also. 








Segagetcdion ct 


BENS @ 






A Letter Which Sold 
a Shipment 


ERE’S more proof that the 

Scotchman who wrote “the best 
laid plans of mice and men often go 
blooey” (or something like that) was 
right. Down in Georgia, where shoe 
styles are like biscuits, good only 
when hot, L. M. Cox, who buys for 
Friedlander Brothers in Valdosta, 
Ga., laid these plans for his opening 
Spring campaign: A number of new 
styles were to be in the store on Feb. 
20, then a letter was to be sent to 
a couple of thousand good names, 
telling of the shoes, about Feb. 25. 
A few days following the letter, a 
good-sized newspaper advertisement 
was to furnish the final punch that 
would make the opening a grand suc- 
cess. Strange to say, the shoes came 
in on time, a lot of good, clean, live 
merchandise that pleased Cox im- 
mensely. Letters were sent as per 
plan, but the newspaper advertising 
never appeared, for the reason that 
before it could be set up the shoes 
were practically all sold, and poor 
Mr. Cox had to buy some more. 
Here’s the letter: 

“We have just received nine of 
our prettiest Spring slippers. Each 
one is a beauty, néw colors, new pat- 
terns, new strap and tie effects. As- 
sembled shades of leather that are 
modern in every way, to make the 
foot look small and groomed with 
taste. 

“Styles that impress you with in- 
dividuality the minute you look at 
them. We are exclusive with these 
beautiful slippers and want you to 
come in and select yours while we 
can fit you correctly. We will sell 
these exquisite slippers at $6.85— 
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most dealers would ask you $9 and 
$10. 

“We carry them in widths from 
triple A to C—sizes 2 to 8. If you 
wear somewhere between these num- 
bers, won’t you come in and let us 
demonstrate the beauty and fit of the 
prettiest line of footwear in the 
South? 

“We will appreciate a call from 
you.” 

* * * 


New Publicity Stunt 


PUBLICITY tie-up better than 

the average is used by D. L. 
O’Berry of Miami. On his windows, 
on his wrapping paper, in all his 
newspaper copy, a pair of male and 
female legs are pictured. As he sells 
shoes and stockings, the said legs 
are fully clothed and adorned with 
the newest in foot coverings. Just 
the section from the knees down is 
shown. The man’s shoes rest solid- 
ly on the floor, while the girl is 
standing on the ball of her right foot, 
as though she was reaching up. The 
pose of the girl shows the shoes off 
to the best advantage, and that is 
what the object is. 
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Two Nice Sidelines 


COUPLE of side issues are 

profitably worked by the John- 
son, Cook Shoe Co. of Columbus, Ga. 
One is the first-class repair shop that 
the store operates. Its unusualness 
lies in the high quality of work 
turned out, for it is not a cobbling 
shop, but a place where shoes are 
rebuilt. Full soles are advocated 
where the shoes are worth repair- 
ing, rather than the ordinary un- 
sightly half sole. The salesmen make 
it a point to look the old shoes over 
when the customer buys a new pair, 
and to suggest a full sole er dyeing 
job when advisable. 

The other is the local hospital 
white canvas shoe trade that the 
store has obtained. “By having a 
shoe that is approved by the head 
nurse, a steady year round business 
is done on a type of shoe that other- 
wise wouldn’t be in the house on a 
bet,” said Cliff Johnson. 


* + 


Slipper Display Creates 
Sales 


PIECE of beaverboard, stained 

white, to which were attached 
four strips of wood, and which was 
set up at an angle like a display in 
a sample room, was the’ idea of Sam 
Bailey of Sewell Bros., Miami. He 
found it to be a practical way of 
showing men’s and women’s slippers 
the year round. This display rack 
will hold 180 pairs of slippers, so it 
is a very simple matter for the sales- 
men to lead the customer to this 
display, which helps them to make a 
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quick selection. Mr. Bailey sells a 
surprisingly large number of slip- 
pers all through the year by having 
them thus always on display and by 
having good selling sizes always in 
stock. 





Mr. McKinnon Handles 
a Complaint 


SAW an adjustment made in San- 

ford, Fla., that completely satis- 
fied all parties in the transaction. 
During a talk with Mr. McKinnon 
of McKinnon & Marwood, this dia- 
logue was overheard: “I have a pair 
of shoes here that are not satisfac- 
tory.” “What is the matter?” asked 
Mr. McKinnon. “I bought these 
shoes two years ago, and while they 
wore out four pairs of soles, a hole 
has appeared on the side. What are 
you going to do about it?” 

“Sell you another pair of Johnny 
Bulls for ten dollars.” 

“That suits me fine.” 

And that was all there was to 
that. 


x * * 


Presents for New Babies 


HENEVER a white child is 

born in Jacksonville the Econ- 
omy Shoe Store sends an inexpensive 
present to the new baby and a nice 
letter to the parents. Then on each 
succeeding birthday some remem- 
brance in the shape of a card is also 
sent. In this way they have built 
up a fine children’s trade. They also 
find it advantageous to detail one 
young lady to give all of her atten- 
tion to the selling of children’s 
shoes. Miss Ila Taylor, who has had 
ten years’ experience in this liie, is 
making new friends every day in 
this department. 


Slipper Dyeing Popular 


ROM Boston comes the news that 

many retail shoe merchants are 
selling more pairs by dyeing slow 
moving numbers in white satin and 
other fabrics to a black, or to thirty 
other colors ranging from maize and 
flesh to purple, to match gowns. One 
of the big fabric houses in this city 
is agent for this dye, and the head 
of the firm said recently: 

“Every retail merchant selling 
footwear, the country over, has more 
or less of a stock of fabric shoes on 


* 
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his hands which he could turn into 
ready money if he would spend a 
little time in converting it into black 
or some other shade. A white slip- 
per might be placed in the window 
and beside it one that has been dyed 
in the new shade of chartreuse (a 
light green), or a gray, or a pink, 
or American Beauty, and the sign 
alongside: ‘We will dye this white 
shoe in any one of 30 new shades to 
match your gown.’ In addition to 
Boston stores there are a number of 
stores in New York which have tried 
this method of selling more pairs.” 


* 


Good Results from this Mail Campaign 





Naggressive, | 

carefully worked | 

out plan for bringing 

in new out-of-town’ 

customers is used by 

Turner Jones of Val- | 
dosta, Ga. It consists, 


first, of acquiring a a 


good mailing list. In 
his case, he covers a 
fifty-mile radius, and 





TURNER JONES SHOE Co. 


Four Real Springtime Styles You Will 
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a live list of 1000 

names is considered | es 

right. A four-page | gemempnees Oe ee 
illustrated circular is | po grmsn jc maretee memmnrontoms 
sent to this list every et to te 1h oe aE 


sixty days. When | 
placing his order for | 
shoes, Mr. Jones al- 
ways specifies that a 
mat or cut of the pat- 
tern ordered must 
come along ahead of 
the shoes, so that his booklet will 
carry the entire story of his fresh 
styles. 

One point that he brought out is 
well worth considering by those mer- 
chants who are starting a mailing 
campaign. The immediate response 
to such a campaign is not as great 
as the cumulative returns, for many 
of the people who receive the litera- 
ture will wait to visit the store, 
rather than order by mail. Many 
cases are cited where customers who 
have a foot calling for a AAA shoe 
will drive fifty miles in order to get 
a proper fitting where they would 
not trust to being fitted through the 
mails. “That’s where we are licking 
the mail order houses,” said Mr. 
Jones. 

There are many small towns 
around, Valdosta whose merchants 
cannot afford to carry very narrow 


$11.50 


$11.50 | 





Portion of 4-page folder sent out by Mr. Jones in ad- 
vance of his salesman’s call on a prospect. 


widths, so to serve these communities 
better, Mr. Jones sends one of his 
good salesmen with a full line of 
samples for the purpose of taking 
orders. No goods are delivered at 
the time, as these orders are filled 
from the home store. Previous to 
the salesman’s call, prospective cus- 
tomers are apprised of the coming 
visit by a regular announcement card 
and a four-page folder, showing some 
of the practical and fancy shoes car- 
ried in the narrow widths. For the 
men’s trade, entirely different tactics 
are used. Just ordinary one-cent 
Government postcards are mailed, on 
which are written brief messages, 
together with a cut of the shoe. Ex- 
perience has taught Mr. Jones that 
men will not wade through a long 
letter. They will turn over a post- 
card and so get the message, where 
they may not even open an envelope. 
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HE answer to the RECORDER’S 
i recent Prize Problem Contest 
—“What is the most impor- 
tant point in good retail shoe sales- 
manship?”—has been decided by the 
majority of the retail shoe salesmen 
contestants themselves. Their de- 
cision is “THE PROPER FITTING 
OF SHOES.” These replies were also 
judged according to the rules used 
by one of the country’s biggest shoe 
buyers, who about a year ago sub- 
mitted a set of queries to his sales- 
force and after carefully examining 
the papers decided that the best 
answer was—“The most vital duty 
of a retail shoe salesman is the 
proper fitting of:shoes. A good fit- 
ting service means an expert ser- 
vice.” 


West Virginia and New York Win 


In the answers to the RECORDER’S 
prize problem on this subject, it 
was difficult to decide which answer 
was the best among the many sales- 
people who put “good fitting” first, 
as nearly all answers mentioned 
good fitting in some manner. After 
a very thorough reading, the first 
prize of $10 is awarded to John P. 
Gawaldo, retail shoe salesman at 
Possner’s Shoe Store, Morgantown, 
W. Va. Mr. Gawaldo said: “My 
daily duties in the shoe store have 
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ADVANCEMENT THROUGH ‘KNOW~HOW’ 


fully convinced me that the most 
important point in good shoe sales- 
manship is the proper fitting of 
feet.” Mr. Gawaldo cited many 
personal experiences over the fitting 
stool, covering 14 pages, regulation 
business letter size, to prove his 
contention. ‘Proper fitting for foot 
comfort is the most important point 
in good salesmanship,” said Mr. 

















Shoe fitting must pe as exact as 
science can make it 


Gawaldo, “because I use courtesy, 
personality, service, including the 
best in style; but of all business 
methods, the one which does away 
with all complaints—the most suc- 
cessful plan—is ‘Proper fitting for 
foot comfort.’ ” 


Gawaldo, First—Schochet, Second 


The second prize is awarded to* 
Jules Schochet, salesman at Renard’s 
shoe department, 47 West Forty- 
second Street, New York City, who 
says, very directly, and under as 
early a date as Feb. 24: “The most 
important point in good shoe sales- 
manship is to give your customer a 
shoe that fits properly. This will 
always make a satisfied customer.” 


Mexico “Speaks Up” 


A kindly manner, patience and con- 
vincingness, says Alfred Escaip, 
Libertad No. 5, Chihuahua, Mexico. 


Edited by Helen M.Haney 


“Give the Public Fits!” Say Scientific Shoe 
Salesmen Prize Problem Winners 





Good Shoe Selling Suggestions 


Here is another excellent reply 
from Ralph J. Hastreiter, with J. C 
Penney Co., Manitowoc, Wis.: “The 
most important point in good shoe 
salesmanship is the _ salesman’s 
ability to fit properly each individual 
customer with a shoe that will be 
the most comfortable, render the 
most service, look the best on the 
foot, and prove the most satisfac- 
tory, which he can do only by hav- 
ing a thorough knowledge of the 
shoe he is selling.” 

H. J. Langhoff, buyer for The 
Eagle Stores, Inc., at Harvel, IIl., 
says: “A thorough knowledge of the 
individual foot. Fit and service, to 
my mind, most important.” 


Fit Long Enough 


“Fit your shoe long enough,” says 
Jerome Zimmer, with the Petot 
Shoe Co., Canton, Ohio. 

Lester H. Lantz, with the Boston 
Store’s shoe department of Kokomo, 
Ind., says that “Knowing your 
shoes” is the most important point 
in good shoe salesmanship. “Correct 
fitting instills confidence in the cus- 
tomer’s mind.” 

J. R. Riche, manager of the E. S. 
Kay Shoe Store, 161 North Broad 
Street, Trenton, N. J., says: “Prac- 
tical experience—a man who has 

















The approach is an important essen- 
tial in shoe selling 
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An important point in retail shoe 
salesmanship is sympathy for the 
client’s foot ills 


patience, a pleasing personality, one 
who pays undivided attention to the 
customer,” and then adds: “Be sure 
to fit your customer properly. That 
is one of the most essential points 
in shoe salesmanship.” 


Fit ’Em Fast 


J. R. Lockerd, with the shoe de- 
partment of Martin-McDonald Co., 
Hillsboro, Tex., tells how he goes 
“at it” to give a correct fit. “Put 
& shoe on a customer’s foot that fits 
correctly at the first ‘rattle out of 
the box,’ and of a type that looks 
good on the foot,” says Mr. Lockerd. 


Approach and Confidence 


“A pleasing approach,” says Vic- 
tor J. Marks, salesman at Marks’ 
Shoe Store, Danville, Pa. “Cus- 
tomer confidence,” says J. J. Hare, 
manager of Baron Brothers, Inc., 
shoe department, of Madison, Wis. 
“Satisfied customers,” says D. Mar- 
tin, Nachman’s Department Store, 
Inc., Newport News, Va. “Believe 
in the article you are selling, and 
convey this idea enthusiastically,” 
says A. L. Weir, with Hunter- 
Thompson, Salt Lake City. “Service 
with a capital I,” says J. T. Line- 

















A few hints to your fellow salesman 
may be welcomed 
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On the theory that many a sale 
has been lost through an unin- 
telligent answer to the customer, 
Fifteen Dollars will be awarded 


lowing six questions, suggested 
by a scientific retail shoe sales- 
man of the South, and which 
many salespeople are asked in 
the course of a week by the in- 
quisitive and exacting customer: 

Ten dollars for the best an- 
swers to the current problem. 

Five dollars to the second best. 
Poor composition and bad spell- 
ing are secondary considerations. 

Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us_ the 
best answers to these six ques- 
tions, based on the stock which 
they carry. In sending in these 
answers, state the merchandise 
which your store carries. 


HERE ARE THE SIX CUS- 
TOMER QUERIES: 


Will this style be worn this 
summer? 

Will this color harmonize with 
the gowns to be worn this season? 

Does this shoe fit my arch cor- 





The March Prize Problem Will 
Bring $15.00 to Retail Shoe 
Salespeople 


What Do You Know About the Footwear 
You Are Selling? 


for the best answers to the fol-. 


rectly, giving me plenty of length, 
but yet not making my foot look 
too large? 

Is this a turn or a McKay or a 
welt? 

Should I wear a medium, a flat 
or a high heel? 

Is this kid or calf leather? 

I have pains in my instep—can 
these be cured by your shoes? 

Write us how you would an- 
swer the customer, knowing that 
on the intelligence of your an- 
swers depends the sale—and tell 
your brother and sister sales- 
men in other stores to write and 
send us in a set of answers to 
these questions. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN APRIL 11. 


Winners will be announced in 
this department April 23, 1927. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 
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han, with Peter Miller’s Sons, Mead- 
ville, Pa. “The approach, customer 
confidence, sales knowledge,” says 
F. W. Wright of Bennington, Vt. 
“A smile and a pleasing disposi- 
tion,” says Louis G. Lafon, of the 
Cantilever Shoe Shop, Boston. 


Personal Service Ability-Truth 


“Personal service, correct fitting, 
and a_ satisfied customer,” says 
Byron P. Caldwell, with Jones, Pe- 
terson & Newhall Co., Boston. “Abil- 
ity,” says C. W. Landers, manager 
shoe department of Metzger-Wright 
Co., Sheffield, Pa. “A convincing 
talk to the customer,” says Rudolph 
Mason, with Chris Rossbach, Glov- 
ersville, N. Y. “Knowledge of stock,” 
says Elmer Witzig, with Theo Wit- 
zig, Morton, Ill. “Personal interest 
in your customer,” says Walter 
Steber of Herkimer, N. Y., buyer of 
H. G. Munger & Co.’s shoe depart- 


ment. ‘Make the first shoe you put 
on fit perfectly,” S. McFarland, with 
Henry Solomon & Sons, Browns- 
ville, Tenn. “Self-confidence, knowl- 
edge of human customer knowledge, 
truth,” B. Jacobson, East Orange, 
N. J. “Customer confidence,” says 
Ira A. Lewis, with Phelps Shoe Co., 
Shreveport, La. “Customer satis- 
faction,” says Geo. H. Jacobs, New 
Bern Shoe Store, New Bern, N. C. 


Three Salesmanship Points 


“Opening conversation important; 
find the pair of shoes nearest to 
fitting and satisfying the customer; 
close the sale quickly,” Ralph 
O’Brien, with Regal Shoe Co., 481 
Tremont Avenue, New York. “Abil- 
ity and uniform courtesy,” says S. 
Stires, with Saul Stires, Pittsburg, 
Ill. “Knowing how to fit shoes,” 
says L. L. Touchstone, of Cheeves 
Bros. & Co., Mexia, Tex. 








mmm Make a Profit on Every Pair 
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“Smiles” Amuses the Kids 


TAMPA, FLA.—“Smiles” Miles Met- 
calf, retail shoe salesman at the 
Maas Bootery, “stayed late” at the 
store one night recently to work on 
stock. Manager G. L. Barnes was 
there, and so were all the rest of the 
boys. Every once in a_ while 
“Smiles,” the irrepressible, enter- 
tained the bunch by walking around 
with a shoe balanced on his nose. 
Then it developed that he “could 
do” cartwheels, could stand on his 
head and perform many other acro- 
batic “stunts.” 














“Smiles” Miles Metcalf, retail shoe 

salesman at Maas Bootery, Tampa, 

Fla., “does acrobatic stunts’ for 
“the kiddies” 


Instead of becoming annoyed with 
“Smiles’s” impromptu vaudeville 
during a busy evening’s work, Man- 
ager Barnes decided to capitalize 
his talent. “I have a versatile boy 
right in my own organization,” 
thought he. “He is certainly a 
clever acrobat, and as I sell Acro- 
batic shoes, I will dream on the idea 
of a Children’s Show, with ‘Smiles’ 
as the clown.” 

The next morning, after the regu- 
lar talk to the selling staff, Manager 
Barnes told “Smiles” what he could 
do to bring more business to the 
store, and, to make a long story 
short, “Smiles” Miles agreed to put 
on the act that Mr. Barnes “in- 
vented.” The monologue was care- 
fully written by Mr. Barnes, while 
“the business” was worked out well 
by “Smiles.” Advertisements in the 
newspapers carried pictures of 
“Smiles” in clown costume and in- 
vited all of the children of Tampa 
to come to the store Saturday morn- 
ing to see the free show. Cards 


were circulated, so that the names, 
addresses and birthdays of all of the 
children were obtained. Many more 
pairs of shoes have been sold as a 
result. 





Manufacturers’ Night a 
“Wow” 


BostoN—The Boston Retail Shoe 
Salesmen’s Association, Inc., “pulled 
off” its second “Manufacturers’ 
Night” on Monday, March 14, with 
an attendance of about 300 tanners, 
shoe manufacturers, shoe whole- 
salers, findings dealers, leaders in 
the rubber shoe and sole industry, 
shoe travelers, trade paper and daily 
newspaper men, and the boys and 
girls themselves from practically 
every store in the city selling shoes. 
After community singing came an 
address of welcome by President P. 
F. Girard, who briefly explained the 
aims of the Boston Association, now 
in its fourteenth year of existence, 
and the new National. Fred N. 
Greenwood, chairman of the Enter- 
tainment Committee, and Percy E. 
Thayer, chairman of the Educational 
Committee, introduced the officers of 
the B. R. 8. S. A. and the National, 
and general Howdy-do’s took place. 

Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association, gave an inspirational 
talk, in which he said that the Bos- 
ton Retail Shoe Salesmen’s Associa- 
tion was the livest and most promis- 
ing shoe trade organization in 
America. 


Salesmanship Talk 


Charles E. Fish, general manager 
of the Phoenix Life Insurance Co., 
gave one of his characteristically 
delightful talks on “Salesmanship,” 
which was replete with helpful shoe 
selling suggestions. 


“Why World Walks Better” 


A stereopticon lecture by Dr. Jo- 
seph Lelyveld, podiatrist, chief of 
the Foot Clinics of Boston, featured 
important points on - foot health 
which salesmen could pass along to 
customers. “The world is walking 
better because of foot clinics, foot 
education, the improved art of 
manufacturing and fitting shoes, but 
most important of all is the closer 
cooperation that now exists between 
shoe stores and chiropodists.” 


How It’s Done in Berlin 


Arthur Jacoby of Berlin, Ger- 
many, gave an interesting talk on 
how he sells men’s and women’s 
American, Swiss, French and British 
shoes only,- with a salesforce com- 
posed entirely of women, in an ex- 
clusive shoe store on the fashionable 
Boulevard Kurfurstendamm, Berlin, 


. 
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__JTHESE ARE SURE PRETTY SHOES) 
FORA FRIEND: 


Lh 














(By Clair Nichols) 


SALT LAKE Clty, UTAH—Clair 
Nichols is a shoe salesman at Speich- 
er’s Economy Shoe Store here. He 
has been selling footwear here for 
four years, ever since he graduated 
from school, and has been employing 
every possible bit of his leisure time 
in developing his artistic talent. The 
cartoons presented herewith were 
made by Mr. Nichols. He writes: 
“When you are dealing with the pub- 
lic every day in a shoe store, lots of 
funny things happen, and the two 
cartoons herewith are the way two 
recent episodes in the Speicher store 
were interpreted by me.” 


JUST A SECOND LADY 


| HAVE ONE MORE BOX 
LEFT IF YOUTHINK YOUR 
FRIEND IS INIT TLL LOOK! 


l/ SAU fy 
t Nf 
NW 
y/, Gf, 


















— Yi I, y Fy, A al 
é = Wl Wr Vt 


a RQ) Yff qT ty, ff 
Ly Yf/ 
2) Yr YW 








= YD ly 








(By Clair Nichols) 





[927 


March 26, 1927 


BOOT AND SHOE RECORDER 


What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 


ALLAS, TEX. — Miller-Cross 

Co. of Waco find their best 
sellers for women to be colored kids 
with harmonizing trims, either in 
patents or ginghams. Heels are 
high and vamps short. 

The Fair at Fort Worth, Tex., 
finds a black patent tie with trim 
and heel of gray kid or gingham 
among its best sellers. A rose blush 
kid with gingham kid and heel is 
another good seller. L. G. Gilbert & 
Co. of Fort Worth say one of their 
best sellers is a sandal de luxe in 
blue frog calf quarter and ball 
strap. Another is a red kid vamp 
and heel with black and red scroll 
quarter, and a blue kid vamp and 
heel with black and blue scroll quar- 
ter. 

W. C. Munn Co. of Houston, Tex., 
are selling pastel parchment kid 
with cherry patent trim and box 
heels. Another good seller at this 
store is a pearl gray kid with patent 
or gingham heel and trim. 


S* LOUIS—The strength of 
patent leather in the downtown 
shoe belt during the past week (and 
the same was true of the previous 
one) is causing some concern to re- 
tail shoe merchants who are of the 
opinion that colored kid footwear 
should be selling with more enthusi- 
asm than it is at present. While 
the weather was of the best spring 
type during the week ended March 
12, the response to the “first signs” 
has not been discernible in the re- 
tail shoe stores. 

Figures obtained in two large 
stores give the percentages of foot- 


“The Sue,” a $10 seller in the store 

of M. Rich & Bros. Company, At- 

lanta, Ga. Shown here in black 

satin, trimmed heel and toe with 

striped moire. Also in all-over 
black patent 


wear sold during the week as fol- 
iows: 

Patent leather, one-third; colored 
kid, one-third; and the other third, 
“What have you?” In colors, parch- 
ment and shades in this field lead. 
The demand is increasing for light 
colored shoes. Gray, however, is 
not showing well in the sales. The 
question is being asked as to whether 
this will be another one of those 
gray seasons. One large operator 
stated they have always found gray 
a difficult style to handle. He could 
not recall when gray was a heavy 
selling shoe and easily merchandised. 
Last season was almost similar re- 
garding its popularity. Some early 
sandal patterns are being shown and 
stores report their acceptance as 
satisfactory. 


Gardner & Co., Walla Walla, 
Wash., present this sport type ox- 
ford in contrasting shades of light 
colors with darker reptile grains 


OLUMBUS, OHIO-—In the 
spring showings here many va- 


-rieties of footwear are exhibited. 


There is a variety of both color and 
materials. The one-strap_ slipper 
with a medium toe and a spike heel 
about two and a quarter to two and a 
half inches high is one of the most 
popular numbers. Several shades of 
suéde as well as a half dozen shades 
of colored kid are available. A nov- 
elty which is attracting some atten- 
tion is a midnight blue patent. Some 
of these shoes have gingham patent 
trim. 

An instep tie with gray kid as the 
background and inlaid with mottled 
calfskin is another novelty which is 
selling rather briskly. Patents, both 
underlaid and overlaid with mottled 
calf, are selling to a considerable 
degree, as are rose tinted kids with 
lizard trimmings. Another com- 
hination is a patent one-strap over- 
laid with gunmetal. 


The trimmed-up one-strap is going 
well in many parts of the country. 
This model ts taken from the line 
of B. Forman Coyipany, Rochester. 
At least one combination in which 
it is made is rose blush with pas- 
toral blue insert and heel 


ILWAUKEE—Gray shades in 

solids and with trimmings are 
the best sellers at the Milwaukee 
store of Hanan & Son, according to 
William A. Tomes, manager. This 
is in contrast to some of the other 
retail stores here and is due largely 
to the beautiful display in the win- 
dows. Mr. Tomes said that the 
ladies’ footwear business has shown 
a decided increase in volume on ac- 
count of the good weather and that 
the buying season is getting under 
full swing for the light shades. 
Parchments are second to the grays 
at Hanan’s, in combinations and 
solids, while rose blush shades are 
moving slowly. Mr. Tomes looks 
for rose blush to sel! when the 
weather becomes warmer. Rep- 
tilian leathers are also being dis- 
played and there has been a satisfac- 
tory demand for them. Single but- 
ton straps, ties and pumps are being 
taken, and Mr. Tomes is of the 


The Middle West is beginning to 
feel the demand for the open shank 
styles. Heggen’s of Des Moines is 
featuring this style in patent and in 
pastel parchment at $8 

















48 


opinion that open-shank footwear 
will be the favorite for spring. 
Sales in the men’s department are 
on the upward trend now, with the 
advance of better weather. Tans, 
which have been slow to date, are 
now being taken and should sell in 
better volume in the future. The 
entire window devoted to men’s foot- 
wear contains a display of tan shoes 
in both light and dark shades and 





Daniels of Cincinnati calls this the 


“pump a la Parisienne.” Retails 

for $10 in rose blush kid with shield 

ornament and scroll design of lace 
kid in red and gold 


plain and grain leathers. Blacks 
are still selling in fair lots. 

Colored kid shoes have been the 
favorites at Reel’s, according to H. 
I. Tieman, manager of the shoe de- 
partment. Ladies’ footwear is han- 
dled exclusively at Reel’s. Mr. Tie- 
man stated that his patrons bought 
colored kids before they went to win- 
ter resorts and, as a consequence, 
they led patents two to one, and still 
maintain that ratio. Parchments 
are in good demand in solids and 
with trimmings, while reptilian foot- 
wear has been fair to good. Grays 
are being taken, but Mr. Tieman be- 
lieves that this shade will sell better 
later in the season. Rose blush 
shades are slow at Reel’s. The 
ladies are buying footwear with 
straps, ties and strip pumps. 


ROVIDENCE, R. I.—“Parch- 
ment and gray are the favorites 
for spring, as shown by our cus- 





Also from Los Angeles comes this 
striking example of the D’Orsay 


pump. Hanan shoe with short 
vamp, high arch and high Spanish 
heel. In parchment, shell gray and 
gunmetal patent kid, it sells at 
$12.50. In all-over black patent the 
retail price is $10 
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tomers’ early brisk buying,” de- 
clared Edward J. Burrell of the F. 
E. Ballou Co. “The biggest seller 
in these two tones,” he said, “is an 
interesting sandal type having front 
strap and toe of contrasting ging- 
ham. There is a demand for the 
strap type walking shoe in the 
lighter tan shades. Welts in the 
light colored oxfords have an un- 
doubted place in the spring mode, to 
accompany the accepted sport cos- 
tume. Black, as always the stylish 
staple, is of extreme importance, 
since with it so many of the colors 
in the spring wardrobe may be ap- 
propriately worn. The call is for 
patent leather. We find percentages 
approximately as follows: 

“Light colors, 60 per cent; black, 
40 per cent; heels, 20/8, 15 per cent; 
17/8, 35 per cent; 13/8 or lower, 50 
per cent. 

“The greater percentage of lower 
heels is due to our large corrective 
shoe busintss.” 


INNEAPOLIS, MINN.—Day- 
ton’s has been advertising 
parchment kids as the feature for 





There’s just as much style in the $5 


class. Here is a $5 seller from the 
Nisley store in Rochester, of rose 
blush kid and gingham. Comes also 
in patent and gingham and in tan 
calf with mottled brown trim 


youth in the balcony shoe shop at 
$6.50, including the zigzag oxford. 
The store has made the first impor- 
tant showing of spring footwear, 
checking with Southern reports, in- 
cluding wistaria leather, peachwood 
calf and opalescent patent, from $10 
to $15.50. 

Powers 


is showing four new 


spring shoes at $5.90, square toe, . 


parchment kid with bead buckle, and 
parchment and rose blush kid, also 
patent and silver check. 

John W. Thomas & Co. makes a 
leader of new step-in pumps at $4.95 
of pastel parchment calf vamp and 
cherry patent quarter, and shell gray 
calf vamp with patent quarter. 

In St. Paul the Golden Rule is 
offering 55 shoe patterns in new 
light spring colors at $10. Schune- 
man’s and Mannheimer’s are fea- 
turing a seamless pump at $15, 
$16.50 and $18.50. 
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ITTSBURGH, PA.— Featuring 

the “Black Bottom,” the Parisian 
Bootery, 520 Wood Street, has 
brought out an open-shank model 
that is something of a novelty even 
among sandal type shoes. It comes 
in patent leather with a new im- 
ported kid called “salt and pepper 
kid,” and also in gray kid with an- 
other unique imported kid trimming. 
They are also showing the Le-Bar 
shoe in rose blush kid with birch 
elite trimming; in parchment with 
Spanish raisin trimming; and in 
patent leather with rose blush trim- 
ming. 

“We are enjoying a good business 
on genuine rose blush and gray solid 
lizard footwear, and are getting a 
good portion of our business on 
black and white shoes. We are sell- 
ing a few oxfords with cut-outs on 
the sides in the new leathers, and 
black satins with embroidery on the 
vamp are enjoying a good deal of 
popularity,” Mr. Levine declares. 


POKANE, WASH.—“There will 

be few white shoes worn this 
summer, and when blacks are seen 
they will be trimmed in leathers of 
the pastel shades and other colorful 
effects,” T. P. Hunter, manager of 
the Model Boot Shop here, says. 
“Women’s shoes this spring and 
summer will run to the lighter 
pastel shades of rose blush, French 
nude and opal rose, all in kid 
leathers. The question of whether 
French or military heels will be worn 
will be decided by milady herself, 
with favor about evenly divided as 
to style. The color of hosiery and 
dresses will also be on the same color 
lines. 


HARLOTTE, N. C.—The French 
Shoppe is playing the sandal 
types strong. A medium square toe, 
with 21/8 heels, cut out vamps and 
quarters in both white kid, black and 
white, and pastel shades are showing 
the most action. 





The West has swung strongly to- 


ward sandals. This T-strap model, 
the “Yvonne,” from the Innes Shoe 
Co., Los Angeles, comes in patent 
with iridescent trim; in blonde kid 
with parchment; in two tones of 
gray; in parchment with water lily 
trim; and in white with mother of 
pearl trim 
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SOAP PSAPOANWONNOAWG. 


No. 133—Black 
Ne. 134—Chocolate 
No. 136——Red 


LOO ONG GVO GPO GAVE on) 








Prince 6 
No. 95—Black 
No. 96—Chocolate 
No. 98—-Red 


No. 53—Black 
No. 54—-Chocolate 


No. 51—Black 
No. 52—Chocolate 


No. 89——-Black 
No. 90—Chocolate 
No. 92——Red 


All Members 
of the Gro-Cord Family 


Select the appropriate style 
for your requirements 





No. 107—Black 
No. 108—Chocolate 
No. 110—Red 





} 


VISUALIZE 
the visible and almost invisible 
cord tire cords skillfully im- 
bedded in all our GRO-CORD 


product. 


ACCIDENTS DON’T “HAPPEN” 
They are caused 


WEAR GRO-CORD’S 


King B 


* oon enough to please one and 
all. 
Good enough for every purpose. 
Flexible enough for comfort. 
Tough enough for real satisfac- 
tory wear. 
Rubber enough to be waterproof. 
Cotton enough to protect against 
heat and cold. 
_Cords enough to prevent slip- 
ping. 
P nated enough to suit one and 
all. 
Merit enough to create its own 
demand. 
Quality enough to produce double 
value. 
Service enough to induce custom- 
ers to purchase the second pair. 
Different enough to place them 
in a class by themselves. 
Backing strength enough to hold 
shoe in shape. 


NON-SKIDS 


as a preventative 
GRO-CORD. PRODUCTS ARE: 


Queen C 
No. 11—Black 
No. 
No. 14—Red 


Strong enough to defy abuse. 

Attractive enough to please the 
eye. 

Practical enough for any season. 

Reliable enough to win your con- 
fidence. 

Demand enough to justify car- 
rying all sizes. 

Sizes enough for men, ladies, 
boys and children. 

Stylish enough to meet all re- 
quirements. 

Colors enough to blend with all 
shades of leather. 

Resilience enough for 
feet. 

Good enough to be a money 
getter. 

Different enough to attract at- 
tention. 

Adaptable enough for young, 
middle aged and old. 


tender 


THE LIMA CORD SOLE & HEEL CO. 
LIMA, OHIO 


Designs and material patented. 
Note: Those persons infringing on our patents or naming their product to mislead the 
public, or copying designs on the ‘““GRO-CORD” trade mark will be prosecuted. 





No. 101—Black 
No. 102—Chocolate 


No. 3—Black 
No, 4—Chocolate 





No. 14%—Black 
No. 24%—Chocolate 


Ladies’ Alligator 
No. 71—Black 
No. 72—Chocolate 
No. 74——Red 


12—Chocolate 


and Youths’ 
Alligator 
No. 75%—Black 
No. 76%—Chocolate 


Men’s Alligator 
No. 75—Biack 
Ne. 76—Chocolate 
No. 78—Red 


Boys’ 





No. 1—Black 
No. 2—Chocolate 





No. 103—Black 
No. 104—Chocolate 
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N 1925, the government made com- 

parative tests of existing sole leath- 
ers. In that report there was a most 
significant statement. 
Boiled down it said just this: That if 
a tannage could be produced embody- 
ing all the advantages of the existing 
leathers without their disadvantages, 
the ideal sole leather would have been 


produced. 


Twenty years before this report was 
made, a group of experts were gathered 
around a finished hide in the Graton 
& Knicut tanneries. They had dis- 
covered an entirely new and different 
tannage which possessed the good 
points of all other sole leather tan- 
nages and, in addition, had the follow- 
ing superior qualities: 
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Longer life 

Uniform flexibility 
Higher water resistance 
Distinctive appearance 
Not slippery when wet 





No surface oil to cause stains 
Dries out soft and pliable 


Less subject to damage when 
dried by heat 


Works better than oak or union 
Edge appearance like oak 





Lighter weighing 


The ideal sole leather! They named it Spartan in honor 
of its wear resisting qualities. Some of this leather was 
sold to shoe manufacturers. It gained immediate favor. 
Sales grew steadily each year. Now the increased demand 
necessitates a further enlargement of our Spartan tan- 
nery. Isn’t that the best testimonial that could be offered 
for Spartan? 


WORCESTER COUNTER COMPANY 


Department of 


GRATON & KNIGHT COMPANY 


WORCESTER, MASSACHUSETTS 


SPARTAN Sole 
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From Our eeu Spring Styles 


8581 — “CASCADE SPECIAL.” 8450-—“CASCADE.” Men’s Golden Calf, 
Golden Calf, Stroller Calf Trimmed, felt, Welt. Half Rubber Heel, Warwick Last, Soft Tip 

pn van Sole San Heel, Big Boy Last, Blucher Oxford. 5-11, © and D........ 83.50 
xfor 5- 


@ The above styles are typical of the many splendid oxfords shown 
by the “Diamond Brand’ men, and illustrated in our “Spring 
Styles’’ Catalog. 


@ These “‘Sports’’ and elegant tailored oxfords for Young Men 
and more conservative patterns also—are all on our floors ready for 


quick shipment. 


@ In Ladies’ footwear the straps predominate, while light airy ties 


and pumps are shown in pretty patterns also. 


@ Special styles for Young Girls; splendid straps and oxfords for 
the Little Folks are just as smartly designed and attractively priced. 


@ For quick shipment on “Styles of the Hour’’ distinctively de- 


signed and attractively priced. 


@ See the ‘Diamond Brand” Line of today. 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver — 


HE Moore Shoe Company of St. 
Louis, Mo., announce the appoint- 
ment of J. Weinberg as their represen- 
tative in Pennsylvania and Ohio, with 
headquarters at Hotel Henry in Pitts- 
burgh. Mr. Weinberg is in the terri- 
tory at present and will renew his 
acquaintances while on the trip. 


66Q-yIT” SPON- 

HEIMER, a 
member of the 
salesforce of the 
E. B. Piekenbrock 
& Sons Company, 
one of the pioneer 
shoe companies of 
the Middle West, 
has been selling 
Piekenbrock shoes 
in Northern Illi- 
nois and Southern 
Wisconsin for the 
past twenty years. 
Mr. Sponheimer, 
whose home is in Galena, IIl., is him- 
self a member of a pioneer family, his 
father having operated the first reg- 
ular stage coach line between Chicago 
and Galena, when the latter city was 
considered the metropolis of the Mid- 
dle West. In addition to representing 
Piekenbrocks, Mr. Sponheimer is a 
member of the firm—Geiger & Spon- 
heimer, one of Galena’s most progres- 
sive retail shoe stores. Ott states that 
Piekenbrock shoes are growing 
stronger with age, and that he expects 
1927 will be the best year he has had. 





A. O. Sponheimer 


HE Bulletin of 

the Southwest- 
ern Shoe Travel- 
ers’ Association 
has recently been 
published with 
Tom D. Collins’ 
name listed as 
Chairman of the 
Publicity Commit- 
tee. Mr. Collins 
has assisting him 
Pratt M. arris 
and G. Hill. 
The Committee on 
Railroads is R. A. 
Hearn, J. M. Alexander and H. G. 
Williams; Committee on Style—O. B. 
Hardcastle, E. H. Muse, J. P. Echols, 
J. M. Hartman and M. E. Harle; Com- 
mittee on Baggage, Transfer and Ho- 
tels—H. L. Hunter, J. E. Boyd and 
C. S. Teeple; Membership Committee 
—Jeff E. Miller, Milton Ikard, W. J. 
Pulley, T. J. McDaniel, H. A. Miller, 
W. T. Mitchell, Jr.; Committee on Re- 
vision of By-Laws—P. M. Harris, H. A. 
Miller, P. H. Muse, L. O. Kobler, R. E. 
Bell and W. T. Mitchell. Executive 
Committee, for two years—L. O. Cob- 





Tom D. Collins 


By HELEN M. HANEY 


ler of Dallas and J. E. Bruder of Dal- 
las; for one year—A. Maples, Ft. 
Worth, Tex., and L. Hunter of 
Dallas, Tex. Looks as though “Prexy” 
R. E. Bell, 1420 Grand Avenue, Fort 
Worth; Vice-President P. M. Harris, 
4205 Holland Avenue, Dallas, and 
W. T. Mitchell, 623 Ogden Street, San 
Antonio, had a good “team” of sup- 
porters. This bulletin contains a list 
of members, street addresses, firms 
represented and reports of committees. 





H. D. Sherman 


D. SHERMAN of Macon, Ga., 
@¢ who covered Atlanta territory 
for the Endicott Johnson Corporation, 
has been named District Manager for 
Alabama, Georgia, Florida, the Caro- 
linas and Eastern Tennessee. Mr. 
Sherman “grew up” with the Endicott 
Johnson Corporation, having entered 
the factories twelve years ago. He 
joined the selling force in 1921, and 
has been the Atlanta representative 
since that date. Mr. Sherman will 
make his headquarters at Atlanta, 
where he was recently guest of honor 
at a dinner given the Southern sales 
organization by H. C. Clark, Eastern 
Sales Manager. 


ARROLL R. BROWN, formerly 
sales manager for George A. 


Learned Co. of Haverhill, Mass., has 
joined the sales staff of Bell Bros. Co. 
of Boston, operating five factories, de- 
voted to the production of women’s 
novelty shoes. 


3 P. GLEASON, of Hillside Ave., 
e Arlington Heights, Mass., known 
to the trade as “Pop,” celebrated his 
87th birthday on March 7, this year, 
and was the recipient of many cards 
of congratulations. This movement of 


sending “Pop” “Howdy-do” mail mes- 
sages annually as he books still another 
year to his credit, was started by 
“Billy” Noll, the B. S. T. A. Secretary; 
The National Secretary “went to it” 









at about the same time. The “come 
back” of “Pop” to all well wishers is 
a cheerful letter, written in as young a 
hand as that of a boy of 17, stating 
that he is well, and enjoying life—and 
that these letters make him feel ten 
years younger. Mr. Gleason, for 35 
years or more, traveled New England 
territory, his last connection being 
with Keith & Pratt, Middleboro, Mass. 
Some six or seven years ago, he retired 
from the road, and is now unable to 
walk, on account of rheumatism. He 
lives with his daughter, and is planning 
to have her drive him down to N. S. 
T. A. headquarters some day soon. 





H. H. JAMES of Beverly Hills, 
e Cal., who for over 30 years 
represented Stacy-Adams Co. covering 
the retail trade, died suddenly here, 
recently. Mr. James’ territory was in 
Chicago, and throughout the West to 
the Pacific Coast. He was also a mem- 
ber of the Stacy-Adams Co., until his 
retirement from business, on account 
of ill health, some three years ago, 
when he moved from Boston to the 
Pacific Coast, to make his permanent 
home in the high country, just outside 
of Los Angeles. When the senior Mr. 
James retired, his son Hubert took over 
his father’s territory, from Denver to 
and including the Coast. Mr. James 
leaves a widow and a son, Hubert. 


B. CHRISTOPHER has left the 

e Northwestern section of the coun- 

try for Los Angeles, where he repre- 

sents the Olson Shoe Mfg. Co. of Chip- 
pewa Falls, Wis. 


4 Bing good look- 

ing young man 
with the twelve- 
inch rule thrust 
through his hat is 
George C. Sper- 
ling, city salesman 


for Goldie Shoe 
Co. of Los An- 
geles, Cal. This 


concern specializes 
in children’s shoes. 
It has_ recently 
moved into new 
quarters at 757 
Los Angeles St., 
“just around the 
corner” from _ its 
old location. Gol- 
die’s new slogan 
is “Just Around 
the Corner.” Geo. 
Sperling is writ- 
ing a nice lot of 
business and is 
nopular with the 
Los Angeles trade. 


ae 





Ceorge C. Sperling 





Mar 


March 26, 1927 


x 
& 
Q 
= 
—o) 
o 
<3) 
Re 
1S 
a) 
is 
~D 
AQ 
2 
< 
S 
i) 
° 
is) 














BOOT AND SHOE RECORDER 


WIN WITH 
MAXIMUS! 


Sell your trade a new idea of what 
modern science has done to remove 
old-time objections to patent leather. 


MAXIMUS in your shoes will hap- 
pily surprise your customers who 
would like to wear patent leather 
shoes, but who fear they will draw the 
feet. 


In a word—MAXIMUS is a very 
comfortable patent leather as well as 
a very beautiful and brilliant one. 


\\" 


It is unusually comfortable because 
it is unusually elastic, which also means 
signally better service in the factory 
and on the feet. 


If you believe better service to the 
public means greater success, try 


MAXIMUS— it’s your move. 


JOHN R. EVANS & COMPANY 
Camden, N. J. 


Branches in All Principal Shoe Centers 


AK WW 


: tandardize on 


Evans Brands 
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B-491—Black Satin—Steel Beaded 
Ornament 


Spanish Covered Heel—Light Edge 
SUFFICE LAST 





B-281—Patent Leather, Black 
BAGNTE: TUM ccccdcvcesevcescs 2 
B-271—Rose Beige Tan _ Kid, 


Covered Heel—Light Edge 
SUFFICE LAST 


Covered Heel—Light Edge 
PATSY LAST 





Solid Leather Heel 
PATSY LAST 





C 





Titian Lizard Trim............ 7.00 





B-327A—Patent Leather ....... 6.00 
B-787A—Black Glace Kid...... 6.25 


B-261—Black Glace Kid........ $6.00 
with Rubber Top 


B-507—Black Glace Kid........ $6.00 


B-707—White Reignskin Cloth.. 5.00 
B-S807—Golden Brown Kid...... 6.50 


Solid Lea. Heel with Rub. Top Lift 


b \ ECL) 
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IN 
STOCK 


WRITE FOR 
IN STOCK CATALOGUE 
AND DEALER HELP 
PROPOSITION 





B-871—Parchment Calf with 
Parchment Checked Calf Insert 
and Tongue 85 

Covered Heel 


SUFFICE LAST 





B-331—Patent Leather, Black 

Pin Seal Underlay............. $6.00 
B-341—Black Kid, Black Pin 

Geel WeSewIAy 2... ccccccccseee 6.25 


Covered Heel—Light Edge 
SUFFICE LAST 






B-907—White Kid ............ $6.50 
Covered Cuban Heel—Light Edge 


















reh 


= 






Rochester, \.Y 





SIZES 
AAA,S -8 A,4 -9 C.3%-9 
AA, 4%-9 B,3%-9 D, 3%-9 





New York City, 612 Marbridge Bldg. 
Chicago, Majestic Hotel 
Les Angeles, 107 E. 8th Street 
Oakland, 424 Bellview Ave. 
Cleveland, 159% Union Trust Bldg. 























B-361—Patent Leather ........ 86.00 
B-461—Black Kid ............. 6.25 
Covered Heel—Light Edge 
SUFFICE LAST 

B-381—Parchment Vici Kid — 
Check Calf Trim to match...... 87.00 
B-391—Patent Leather—Black 
Grain Calf Trim............... 6.25 
Covered Heel—Light Edge 
SAMARITAN LAST 
B-291—Black Kid ............. 86.00 
B-581—Golden Brown Kid...... 6.50 
B-717—Patent Leather ........ 6.00 


Solid Leather Heel with Rubber Top 


SAMARITAN LAST 





B-317—Black Glace Kid........ $8.00 
B-417—Harvest Brown Kid..... 6.50 
Solid Leather Heel with Rubber Top 


SUCCOR LAST 








Our Effective Advertising 
Material Helps You to Sell 
Arch-Aid Shoes 
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Shoe Merchants News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


SATURDAY, MARCH 26, 1927 














Three Paths to Profit Outlined 


Before Convention in Des Moines | 





Merchants Urged to Study 
Mark-Up, Buying and 
Stock and Sales Ratio 


Des MOINES— 
The last day’s ses- 
sion of the Iowa 
Shoe Retailers’ 
Association, held 
here last week, 
was featured by 


addresses of un- 
usual interest, as 
well as by the 


formal election of 
officers and adop- 
tion of resolutions. 
Walter S. Arant, 
director and ad- 
vertising manager 
of the Panor Shoe 
Co., Des Moines, was elected president. 
‘Other new officers are: 

First vice-president, Fred Stuhler of 
Monticello; second vice-president, John 
Anderson of Carroll; secretary-treas- 
urer, Ira Welch of Atlantic; and direc- 
tors, Carl Rapp, Arthur Erlund and A. 
J. Mularky. Mr. Mularky succeeds 
Clyde Wiltsey, formerly manager of 
the shoe department of the Harris- 
Emery Co., but who now makes his 
home in Minneapolis. 

Of the resolutions, the two most im- 
portant were those which urged the 
importance of a careful study of buy- 
ing, ratio of stock load to sales, and of 
mark-up; and the co-operation with 
traveling men whose time is valuable 
and who are in position to render a 
definitely constructive service. 

Prof. Louis J. Schmidt of Iowa Uni- 
versity, gave an address on the “En- 
during Bases of International Rela- 
tions,” emphasizing the fact that our 
business welfare is so interwoven with 
the mutual welfare of foreign coun- 
tries from whom we draw needed raw 
supplies and in turn must have mar- 
kets for our products, that no longer 
are national units sufficient for solving 
problems arising from international 
intercourse and that International Re- 
lations must soon work out some basis 
that will give proper protection to all 
elements depending upon foreign trade. 

Carl Rapp had for his subject the 
“Commercializing the Air” which he 
demonstrated was having an immediate 
and serious effect in Iowa upon the 
retail shoe business. Discussion fol- 
lowing his address centered around an 
air station at Shenandoah, Iowa, which 
advertises certain articles of merchan- 





Ww. S. Arant 
New President of 
Iowa Association 


$400,000, of which shoes constituted no 
mean part. 

The* afternoon session closed with 
the address of Fred Hardy whose sub- 
ject was “How a Repair Shop Can Be 
Operated at a Profit in Connection 
with the Exclusive Shoe Store.” 





Nisley Leaves Smith 


CoLuMBUs, OHIO (UTPS)—Charles 
L. Nisley, who became associated with 
the G. Edwin Smith Shoe Co. of Co- 
lumbus about three years ago to 
promote the chain of retail stores 
operated by that concern under the 
name of the Nisley Shoe Co., has sold 
his interest in that company and will 
take up the active management of two 
retail stores which has been conducted 
individually by him in Springfield, 
Ohio. 

During the time that he was as- 
sociated with the G. Edwin Smith Shoe 
Co., he aided in the opening of 32 
retail stores, scattered over the Middle 
West and also in a number of Southern 
cities. That work has been completed 
and he desires to take up his own 
affairs. No change in the manage- 
ment of the Nisley Shoe Company is 
contemplated. These stores serve as 
an outlet for the product of the Smith 


factory. 





New Store for Knoxville 


_KNoxviLLe, TENN.—(UTPS) — The 
Cinderella Slipper Salon Corporation 
has just signed a fifteen-year lease on 
a centrally located building in Knox- 
ville, and plans are being made to open 
this new branch shoe shop in the early 
part of May. Remodelling to the ex- 
tent of $10,000 is already under way; 
the customary blue and gold color 
scheme generally adopted by this or- 
ganization will be used in the interior 
decorations and a large plate glass 
front will be installed. 

A similar shop will also be opened 
in Chattanooga, Tenn., at an early 


date. 





Dyer Opens Store 


MADISON, Wis.— Harvey Dyer has 
opened the Ground Gripper shoe store 
at 121 West Washington avenue, Madi- 
son, having the exclusive agency in this 
city for the Ground Gripper shoes. Mr. 
Dyer has been in the shoe business 
with Karsten’s store for the past fif- 


EVERY WEEK 


: Illinois Invites Indiana 


to Shoe Convention 


DANVILLE, ILL.—The Shoe Retailers 
Association of Illinois extends urgent 
and cordial invitation to the shoemen 
of Indiana and in fact to all the shoe- 
men who may read this to their big 
convention to be held at Danville, IIl., 
in the new and beautiful Wolford Hotel 
June 21, 22 and 23. 

Danville is just over the line from 
Indiana and easy of access to Indiana 
dealers. Frank P. Meyers who is book- 
ing reservations for the convention re- 
ports that many Indiana dealers have 
already made reservations. Reserva- 


| tions from traveling men have been 


coming in since the first of the year 
and Mr. Meyers suggests that all others 
intending to come get their reservations 
in as early as possible, in order to se- 
cure good locations. Elaborate prep- 
arations are being made for the enter- 
tainment of the guests of the conven- 
tion. 

An entertaining and instructive busi- 
ness program has been arranged. Shoe 
men who attend this convention will 
come from this gathering of shoemen 
with heads full of new and helpful 
ideas. Men who know how to tell what 
they know will do the talking at the 
business sessions. 

A very enthusiastic meeting of the 
Illinois Shoe Retailers Association was 
held recently at the Sherman Hotel in 
Chicago at which the following officers, 
directors and retailers attended: W. J. 
Crawford, Peoria; Rudolph Huber, 
Peoria; Frank Meyer, Danville; W. T. 
Cain, Princeton; Mr. Rodgers, De- 
catur; W. H. Ackerman, Springfield; 
Mr. Bunnell, Bloomington; Lyle Ab- 
bott, Peoria; a . Banty, Peoria; 
W. A. Catlin, Belvidere; C. E. Mosser, 
Peoria, and B. H. Luers, Springfield. 

Among other items of business was 
the selection of Danville for the next 
convention, and after much discussion 
it was decided to hold the convention 
on June 21, 22 and 23. 

President Gueting’s program for the 
National Shoe Retailers Association 
was most enthusiastically indorsed. 





New Shoe Stores 


W. C. Harp, Choctaw, Okla., shoe 
dept. 

V. E. Ridge, Inc., El Paso, Tex., 

S. B. Slone & Co., Fort Payne, Ala., 
shoe dept. 

D. P. Wise, Camden, Ark. 

D. P. Beachamp, Horatio, Ark., shoe 
dept. 

M. E. Oleson, Galva, Iowa. 

J. A. Simpson, Fairbury, Neb. 

Bert Johnson, 1422 Washington Ave- 








dise and the price with the result that 
the volume of February sales totaled 


teen years, selling this line of shoes. 


nue, Racine, Wis. 
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Start the New Year Right 


and Get 100% Value 






from 
Your Display Windows 
in 
1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 


Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART 


LEATHER FRAMES (like above) O 
d 
8 CARD sibs EACH MONTH $ ; O vey month 


50 BLANK. PRICE TICKETS 





Double Service: 6 Frames and 12 Cards per Month - . $4.00 Per Month 
ir. ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 
eg ts Ibo Woot Sadinon st. FOR COMPLETE AND ACCURATE 
Please enter our order STOCK RECORD KEEPING 
RECORDER SHOW GARD SERVIOE 
4 to pay you $8.00 per month for this Mailed Postpaid on Receipt of 
Your Check 


We carry Men’s, Women’s and Chil- 
dren’s Shoes and ‘Hosiery. 


(Cross out lines not carried). $ 
We paeee soe (Grey) (Bronze) Mat OO 
board fra 

TT 


Letter me on the mats as per 
copy attached to this coupon. 


PH at bP ish Ab reitvctiveons THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 


oO UP eee eee eee eee eee eee eee 
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— Spring ts 
“Stepping Out” im Satin 


SATIN DRESSES . —_ SATIN COATS 


SATIN ENSEMBLES 


The satin costume, notably in black, or black 
and white—is conspicuously predominant in the 
mode of Spring — and good taste demands that 
it be accompanied by Black Satin Footwear. 


DARBR@K SHOE SATINS 


GD IZ 


SCHWARZENBACH, HUBER & CO. 


462-478 FOURTH AVENUE 
NEW YORK CITY 


Represented by: 


W. A. Gattup—Cincinnati, Ohio T. F. Leary—Boston, Massachusetts 


Henry & McGacuey—St. Louis, Missouri D. J. Finn—Philadelphia, Pennsylvania 
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A Nouvelle One Strap in Patent 
Leather, trimmed with Grey Gull 
Calf. Not in stock. 


Shoe styles that conform to the vogue. 


Outstanding style—distinct in beauty, 
grace, originality, and fine quality. 
Priced to afford real profit possibil- 


ities. 


C. P. FORD & Co., Inc. 
Rochester, N. Y. 








MmENKRY LILLY CO. 


SHOE AUCTIONEERS 


ANNOUNCE THEIR REMOVAL 
ON APRIL Ist, 1927 
FROM 
88-90 READE STREET 
TO 


110 DUANE STREET 
NEW YORK 


Here we will be in a position to serve our friends and patrons with the same effi- 
ciency as heretofore. 


SALES DAYS: WEDNESDAY AND FRIDAY 
OF EACH WEEK 























, 1927 
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BEARFOOT SOLES 


THEIR QUALITY WILL 
SELL 5,000,000 MORE 





THEIR STYLE HAS SOLD 
OVER 500,000 PAIRS 















A ready stock of a 
quarter million pairs of 
BEARFOOT soles is your 
guarantee of on-the-dot 
deliveries. 

A spacious, modern fac- 
tory with tripled produc- 
tion facilities stands ready 
to maintain this stock in 
our Boston and Akron 
warehouses. 


( 


ti 
4 
x 


The Bearfoot Sole Co., Inc. 178 Lincoln Street, Boston, Mass. 


You place the order, we'll 


DELIVER the goods. 
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for“Arch Rest’ 
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Here are the First Three 
Advertisements of the Campaign 
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Advertising Campaign 
During 1927 


It starts in April in the 
Ladies’ Home Journal 


| gue now on, the women of America are going to de- 
mand Drew Arch Rest shoes in even greater quantities. 


As the shoe trade knows—these stylish, perfectly fitting 
shoes have been favorites among particular women for 
a generation or more. 


And now—added to their well established popularity and 
the undeniable prestige of the Irving Drew name—comes 
the powerful selling force of national advertising. 


The first three advertisements are shown on the opposite 
page. As you see, they stress the modish beauty of the line— 
the supreme fit and unusual comfort of Drew Arch Rest shoes. 


In addition they sell the special arch construction de- 
veloped by Drew and known so well to every seasoned 
shoe man in America. 


Drew dealers will profit largely from this campaign. If 
you are not handling Arch Rest shoes, learn now about 
the new Drew proposition. Sign, clip and mail the 
coupon. Do it today. 


THE IRVING DREW COMPANY 
Portsmouth, Ohio 
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SBARBARA 


Ee Te Ee In our 
New Work Sle Studio 


E. P. REED & Co: 


ROCHESTER 














Some Typical 
KAWNEER 
Installations for 


Smaller Stores 


It’s easy to inject the pur- 
chase urge into merchan- 
dise when offered for sale 
in such appropriate 
settings. 


KawNneEER SOLID 
CoppER STORE 
FRONTS 
are the recognized stand- 


ard with merchants in 
every line of business. 


Leemans Brothers, Cape- 
town, South Africa, write 
“Our friends and clients 
state that our store front 
should be in Adderley 
Street(the main thorough- 
fare of Cape Town). We 
reply, ‘Adderley Street 
comes to us,’ ” 





How would you like to choose 
your customers? 


Have you ever thought how little you have to say about who buys 
your merchandise? Wouldn’t it be more profitable to choose your 
customers? 


You can make your store and your merchandise appeal to the bet- 
ter buyers with a KAWNEER So.ip Copper Store Front. Thou- 
sands of merchants tell us of the rapid turnover, the sales power, 
the extra profits from their KawNEER Fronts. 


The special free booklet, “How to Display Merchandise to Sell b eevee. Tre 


It,” contains helpful information about display problems in your 7 KAWNEER 
Company 


line of business. Send for it. Y 1113 Front St. 
7 NILES,MICHIGAN 


@® 4 Send free book for my 
gy fe line of business. 


SOLID COPPER 4 
/ Name 


STORE FRONTS 








/ 
/ Address 
/ 





. - ‘ ‘ = 
See reverse side for store fronts suitable for your line of business 7 Cityand State— 





4 
i Kind of Busi 
4 











Plate Glass 


Protection 


The patented Kawneer re- 
silient (flexible) metal grip 
on the plate glass windows, 
prevents danger of break- 
age caused by vibration and 
wind pressure. This metal 
grip not only seals the joint 
but allows the plate glass to 
bend naturally under wind 
or other pressure. 


KAWNEER INSTALLATIONS i” 


Shoe Stores 


Whether your trade demands silver slippers or street shoes — 
modern window display facilities are a vital need. Telling is selling 
and showing your merchandise to people that pass your store is 
telling them your sales story in the most profitable way. The in- 
stallations shown on this page are all typical Kawneer Store Fronts. 
They indicate the various designs selected by these merchants as 
best suited to volume sales and success in their location. 


Nixes, Micu1GAn 


The Cost is no 
Prohibitive 


Good display is essential 
volume sales. The better 

display, the more attract 
is the merchandise. Lack 
display facilities therefo 
is costly. It pays to inv 
in a Kawneer Store Frod 
because it pays for itself 
extra sales in a short ti 

The cost is not prohibitiy 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 








Spend Money to Get Customers; 
Spend It to Keep Them 


MEN’S outfitting store 

in Chicago uses a 

card filing system to 

follow up customers in a 

manner that is worth study- 

ing for its thoroughness and 
efficiency. 

This follow-up work is not 
confined to the occasional 
mailing of folders to classi- 
fied lists of buyers of cer- 
tain types of merchandise. 
That is just one of several 
expedients used to keep in 
touch and clinch the repeat 
business. 

Here is an instance of 
what this store does that 
most stores don’t: 

A man who once had a 
foot injured and is there- 
fore obliged to wear a cer- 
tain kind of last, inquired 
for it in their shoe depart- 
ment. They didn’t have it. 
The salesman couldn’t say 
when or if they would have 
it—but that didn’t end the 
matter. He took the man’s 
home and business address 
and phone numbers. Three 
weeks later he called the cus- 
tomer at his office and told 
him that the desired shoes 
would be in next day. 

That, it transpires, is part 
of the regular follow-up sys- 
tem of the store. 

A card is made out for 
every customer. Listed are 
customer’s name, residence 
and business address, resi- 





Items for the April Schedule of 
Work 
April 1-9 


The windows and ads for Easter—are they 
ready? Both should be distinguished by some 
deft touches of decoration with Easter as the 
theme. You should by now have your Easter win- 
dow material ready. This. will include some ap- 
propriate symbols such as chicks, eggs, rabbits, 
lilies, church windows, etc. It is well worth while 
to have these symbols or some feature of your 
window decoration tied up with a similar dec- 
orative feature in your ads. : 

This is a time when it pays to keep the wires 
hot, if necessary, with size-up orders for in-stock 
shoes. 


April 11-16 

Here is where a good stock record system does 
yeoman duty. It pays now to give particular at- 
tention daily to what sells and what remains on 
hand, keeping the salespeople posted on what to 
push. 

Heavy trade this week. Much running to and 
fro. Many customers—tramping mud in if the 
April showers arrive on schedule. All the more 
reason for all the effort possible to keep the store 
as neat and clean as a new pin. 

On the night of the 16th remove from the dis- 
plays all mention and symbols of Easter. 


April 18-23 

Easter is past. Good time to sit back and “take 
it easy’’ for a while? No—there’s never time for 
that in a successful business. Put on more steam 
in your sales effort. 

Push shoes for a purpose. In most localities 
recreation footwear will be a strong drawing card 
now. Carry the atmosphere of seasonal recrea- 
tions such as golf, tennis, baseball, hiking, etc., 
into your ads and windows. 


April 25-30 

May Day is quite a day for the kiddies. Chil- 
dren’s shoes should be featured. You might use a 
miniature May Pole in the center of a window— 
dolls holding pretty colored ribbons leading down 
from the pole. 

Are you keeping a record of customers—their 
names, addresses, stock number and size of shoes 
bought? Do you tell non-residents and residents 
who travel that you can fill orders for shoes of 
their last and size while they are away? Have 
you any systematized follow-up to customers, so 
that they are reminded of you before they buy 
their next pair of shoes? If not, you profitably 
may spend some time now in getting such a plan 
into operation. 











dence and business phone, 
article bought and size. 

A short time after the 
original purchase, the cus- 
tomer receives a letter re- 
minding him of his purchase, 
expressing the hope that it 
will prove in every way satis- 
factory and inviting any just 
complaint. It is signed by 
the salesman who served the 
customer. 

At the beginning of the 
mid-season, the customer 
hears from this salesman 
again—either by mail or 
over the phone. He is told 
of some things that the 
salesman thinks would in- 
terest him. 


EN a sales is about 

to open the salesman 

is heard from again, and the 

customer offered the advan- 

tage of a pre-view of the 
sale items. 

The entire campaign of 
follow-up is controlled by a 
simple tickler system. 

Divide your yearly operat- 
ing expense by the number 
of customers you have, and 
you will have an idea of 
what it costs to get a cus- 
tomer. Then it will be more 
apparent why a merchant 
can profitably incur the 
necessary expense of aggres- 
sive follow-up to hold cus- 
tomers. 
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HOSIERY DISPLAYS THAT PAY 


in fact, some merchants say they pay the rent 
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Vi Store of Park-Brannock, 
Syracuse, N.Y. o 
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HE shoe merchant who sells only 

foot wear does a good “bread-and- 
butter’’ business. But the modern store 
that sells not only shoes but carries a 
display of hosiery, buckles and shoe 
accessories, adds “cake” to his “bread- 
and-butter.” 


7 


—And the surplus profits are said by 
many to be sufficient to pay the rent, 
allowing greater latitude for profit in the 
shoe business. 

Here is a splendid example of the modern 


hosiery and display case placed where 
it will attract extra sales every day. It 


G 
) 
4 





ny 
3 Planned and equipped by Grand |} 
2) Rapids Store Equipment Corp. | 





is in the store of Park-Brannock, Syra- 
cuse, N. Y. Small items are displayed 
to tempt an extra sale and record an ex- 
tra profit. Making business-building sug- 
gestions of this sort is part of our service 
to merchants of all classes. We take 
pleasure in analyzing any situation re- 
gardless of its size, making recommen- 
dations without any obligation to the 
merchant. 


Our store planners can undoubtedly 
render some such service to you. Call 
upon us or drop us a card and we will 
send you the names of some of the shoe 
stores we have planned and equipped. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
- « « GRAND RAPIDS, MICHIGAN « © » 


Succeeding 


THE GRAND RAPIDS SHOW CASE COMPANY 


WELCH-WILMARTH CORPORATION 


Ps 


4 Branch offices and representatives in most principal cities UpDsS>.._3 
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Trim arranged by Jack Cameron, display manager of Harris-Emery & Co., of Des Moines. Here is Martha 


Washington, herself, ’longside of the modern flapper, both wearing Martha Washington shoes. 
Fixtures were artistically made in hand-hammered brass of Spanish design 


of emphasising the brand. 


A clever way 


Ideas From Larger Stores 
Perhaps You Can’t Copy, But You Can Adapt 


EPARTMENT store windows 
D= interesting to study for 

several reasons—not the least 
of which is the ingenuity of display 
men in making the most of oppor- 
tunities to dramatize their sales 
message. 


The display man in the department 
store is in a better position to de- 
vise striking displays of shoes than 
he would be in a shoe store, because 
he has more material to work with. 

He has furniture, lamps, pictures, 
etc., with which to set the stage. He 





Wax models and costumes add wonderfully to a shoe display. 


Plotkin Bros., 


Boston, introduced a shoe department in order to complete their line of cos- 
twmery from top to toe. This window features Red Cross shoes. B. Frieden- 
berg is shoe buyer 





even has “characters” in the form of 
wax models—and complete costumes 
in which to dress them. He has 
dress accessories such as hats, gloves, 
canes, garters, handbags, traveling 
goods, etc., which make pleasing 
complements to shoe displays. All 
these and many other things that 
can be used effectively in creating 
“atmosphere” are readily available 
in a general store. 

Full-size models count for much in 
dressing up a window. They can 
show featured styles in shoes with 
complete costumes for occasions. 


HERE is an opportunity here for 

the shoe merchant to cooperate 
with dealers in men’s and women’s 
apparel who do not handle shoes. It 
would be worth while for one of these 
dealers to lend a dressed model for 
the purpose, if a card is placed in 
the shoe window acknowledging this 
courtesy, or simply stating “Costume 
by Blank & Co.” 

Where tents, fishing tackle, golf 
sticks and similar things would help 
out in dressing a window of shoes 
for sports, a neighboring sporting 
goods dealer should be called upon. 








STERLING Reflectors make extra profits by 
creating additional sales. They are an asset to 
the selling force and a mighty satisfactory divi- 
dend paying investment in the SHOW 
WINDOWS of Shoe Stores. 


WELL lighted SHOW WINDOWS attract 
more shoppers, and since shoes are usually 
selected through the window display, more 


shoppers mean more sales. 


Leading styles, good quality, and interesting 
values are important features in the shoes which 
your windows display—but GOOD LIGHT- 
ING is the factor that emphasizes and sells 
them strongly to the shopper. 


Reflector & Illuminating Co. 


Representatives in All Principal Cities 


1413 West Jackson Blvd. Chicago, U. S. A. 





Better Day-Dy 
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Artifice in 
Wrought 
Metal 


recalling the craftsmanship 
of eras past 


Castles in Britain—chateaux in 
France—a few of the show 
places of the Old World—are 
known for their priceless treas- 
ures in wrought iron work. 


This lost craft of smithwork 
has been revived in the U. S. 
by the artificers of Crystal Fix- 
ture Co. for the beautification of 
modern show windows. 


Brochure on request 


Our Display Experts 
are at your service 
to aid in selecting the 
,obroper. fixtures, with 
“special teference to 
your problems- and 
requirements. 





a 


No. 3006 


Crustal 
Fixture 
ees tacks 


A showroom aw located in 





53 WEST 
JACKSON 
B LV D. 


CHICAGO 
ILLINOIS 
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to Shoe Store 
Owners and 
'\ Managers 

















Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating (Gmpany 


1016 Lytton Building Chicago, Illinois 


Branch Offices——-New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 


American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating.” 








Name iii teas Rinatn : 
© RGR AE ae oh -_ Se 
Address Personally to 











No. 9015 
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OU will see in manufacturers’ lines, footwear for im- 
mediate selling, made up of the following colors of 
leather, the final decision of the styles committee 
appointed to make selection. 


| SHELL GRAY ROSE BLUSH 
PASTEL PARCHMENT 

STONE STROLLER TAN 
HAMPSTEAD BROWN 


These are beautiful colors, some very delicate in tone, 
and all requiring the most perfectly compounded shoe 
polish to perpetuate their richness and charm. 

With just one — Bostonian Shoe Cream —(Neutral)— 
all of the above leathers, alone or in combination, can be 
so thoroughly cleaned, polished and protected, that the 
charm of coloring and feel can be maintained through the 
life of the shoe. 

A shoe polish of such great merit, bearing a name of 
tremendous consumer influence, assures frequent and 
profitable sales. 


Bostonian Shoe Cream is also to 
be had in any particular color, 
including black and tan. Order 
from your jobber. 


WHITTEMORE BROS. 
SUPERIOR SHOE POLISH MANUFACTURERS 
FOR NEARLY A CENTURY 
BOSTON, MASS. 
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Wrought Iron Display Equipment 


Is marching into the thoughts and show windows of Shoe Merchants at 
an astonishing pace 


This type of fixture has been attracting more and more attention, but 
lines have been incomplete, until finally we have put on the market 
not alone various types, but a complete range of items embracing 
everything required for the window and including such accessories as 
Dividers, Screens, Ferneries, Lamps, Wall Brackets, Ceiling Lights, 
etc., in addition to Pedestals, Plateaus, Shoe Stands, etc., and em- 
bracing many unique designs. 


Highly Skilled Workmanship—Very Conservative Prices 


FINISHES Antique Gold, Silver and Blue, Silver and Red, Red and Black, Gold Poly- 
chrome, Rusty Iron, Black and Silver, Verdi and other finishes. 


Ask for Catalog W. I. 


Wood Fixtures 


Very Large and Complete Line of Wood Fixtures—None Better 
Ask for Catalog 22 of Wood Fixtures 


Glass Fixtures 


We have the most extensive line of Glass Fixtures extant 
Catalog No. 18 of glass contains many original ideas 


WRITE FOR SAMPLES “IN STOCK” WINDOW VALANCES, PLUSHES 
AND OUR LIGHT WEIGHT, SUN FAST U60 DRAPING MATERIAL 


Quality—Ser vice—Courtesy 
Visit Our Chicago or New York Show Room 


NEW YORK SHOW ROOM THE HECHT FIXTURE CO. 


16 West Sist St. 
Between Geeniwar and 5th DEPT. 12 


—_ 233 South Wells St., Ground Floor, Medinah Building, Chicago 
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GOLO 




















presents 
original, new ideas in 


Deauville Sandals 


with beautiful Vienna-made 


HANDBAGS TO MATCH 


DEAUVILLE SANDALS are protected 
in name by U. S. Pat. Office Copy- 
right, and the GOLO SLIPPER CO. 
is the originator and the world’s fore- 
most maker of woven leather shoes. 


The Deauville Sandals with Bags to 
match are available in eight different 
color combinations. 


REG.U.S. PAT, OFF. 


GOLO SLIPPER CO. 
129 Duane Street New York 


Branch Sales Office—1634 Republic Bldg. 
Chicago, Ill. 








BIG TOWN 
UPWARD BOW 





All Colors 


Dozen lots, assorted colors 
Date Bete, GT GMO COUP. ccc ccccccccccescceccccccccesadeos 


This fast selling novelty, made from a choice as- 
sortment of the spring season’s choicest leathers, is uni- 
formly fitted in two-tone effects; sells readily at one 


dollar per pair. 
Ber Dame DUNS cccccvcdcccvccccccccsscccccess $5.00 Per Dozen 
Assorted Leathers .........ccceeeccececceeccens 5.50 Per Dozen 


Get Acquainted With These Profit Producers 


We Manufacture a Variety a * 
e' 


Rhinestone Vamp Decorations...............+++5 $3.00 to $5.00 
Large Colonial Buckles Sdekecews 60s00beens oc deed 14.00 to 18.00 
Metal Mn CE eT ee ToT err 3.60 to 4.80 
Lino Tan. Imatep Bteape..cccccicccccccccece sss 


Black Fuatin Drilled Back Folded Instep Straps. . 
(Quality Merchandise at a Moderate Price) 


Manolis Manufacturing Co. 


(Formerly Ideal Mfg. Co.) 


4248 No. Crawford Ave., Chicago, Iil. 

















Send for Schack’s New 
Spring Flower 
Book! 


SCHACKS 














FREE! 


For 
The Asking 


Make Your Easter Displays a Success 


Schack’s New Spring Flower Book consisting of 24 pages 
printed in four colors, and illustrating hundreds of new 
decorative ideas will help you. Every display man or 
merchant should dave this New Spring Flower Book. 
Send for it today. It’s free. 


Make Your Store Front the Best Lighted Place in Town 
Schack’s Wonder Spot 
or Flood i wy com- $6" 





plete with color 
screens, at ......... 


Schack Artificial 
Flower Co. 


Main Office and Factery CHICAG 


134-140 N. Robey St. 


Dewntown Salesroom 
63 E. Adams St. 
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Practical Design 
Superior Quality 


Pleasing Appearance 


HE term “‘service” in connection with “U. S.” 
Spring-Step Rubber Heels extends far beyond 
their qualities of resiliency and wear. 


They are built to conform with the best and 
most efficient shoe manufacturing methods—to 
furnish the dealer with an added asset in the 
matter of consumer sales and to develop a continu- 
ally increasing number of satisfied users. 


We offer the perfected Whole Heel shown below 
as one single evidence—among many—of the 
progress of this policy. “U.S.” Spring-Step Whole 
Heels will make the shoes which carry them look 
neater, feel easier, wear longer and sell better. 


“U.S.” Spring - Ste 
Whole Heels = = 
signed to provide proper 
treads. Note the added 
thickness at the rounded 
end—this little 3-32 inch 
wedge makes possible a 
perfect tread. 


The attaching side of the 
en ee Spring-Step 
Whole Heel is — 
ly cupped so that it 
vides a close fitting oa 
which stays in plaee. 








¢ 


SPRING:ST 
be RUBBER HEELS 


United States s @! Rubber Company 
1790 ratte ag New York 


Stocks of USKIDE Soles, Taps and Toplifts and “U.S.” Spring-Step Heels in the following Branches: 
Boston Chicago Cincinnati Sa Portland, Ore. 
New Orleans New York St. Louis Los Angeles San Francisco 


Creators of the Famous USKIDE SOLES—“The Wonder Sole for Wear” 
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WHERE TO BUY 
Men’s Shoes 








- NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


S. W. COOK, Presidens 
N. Y., U. 8S. A. 
MEN'S FINE SHOES EXCLUSIVELY 












Stacy Adams Co. 
Manufacturers ef 


MEN’S FINE 
SHOES 






































RADE ONLY” 


EAST WEYMOUTH, MASS. U.S.A. 





HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 








—— 
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FoR MEN 
(P) sc ricancg mam (P) 
BROCKTON ee 





Steps Taken 
To Minimize 
Cancellations 


New England Wholesalers Adopt 
Rules Governing Return of 
Merchandise 


Boston — The unwarranted return 
of merchandise and unreasonable can- 
cellations has recently engaged the 
attention of various trade organiza- 
tions, including the New England Shoe 
Wholesalers’ Association. Reports 
from different parts of the country 
show that this trouble has again be- 
come more or less acute, and manu- 
facturers and retail merchants alike 
are seeking some method of curbing it. 

The New England Shoe Wholesalers’ 
Association, at its recent annual méet- 
ing appointed a special committee to 
study this question, its personnel being 
as follows: A. H. Rich of A. P. Tap- 
ley & Co.; R. E. Ambrose of The Ham- 
ilton-Brown Shoe Co., and C. A. 
Goodnow of C. A. Goodnow Shoe Co. 
This committee has agreed on the fol- 
lowing regulations, which members of 
the association have adopted in the 
form of a letter to retail accounts: 

“Owing to the fact that there have 
been many instances of unfair return- 
ing of goods which were shipped in ac- 
cordance with orders, we have been 
obliged to make the following rules 
which will cover the returning of goods 
in the future: 

“Customers desiring to return goods 
for any reasonable cause shall first 
write us, sending in a complete list 
of the number of pairs and stock num- 


bers of whatever goods they are 
desirous of returning and _ reasons 
therefor. 


“In order that we may protect the 
accounts who so kindly cooperate by 
writing us before making a return, 
and who are justified occasionally in 
making returns, we have advised the 
express and railroad companies that 
we could not accept any shipment in 
the future that was not authorized by 
us. 

“We respectfully ask that you co- 
operate with us in working out this 
evil in business, and can assure you 
we will be pleased to reciprocate at any 
time, by answering promptly all cor- 
respondence relating to return goods.” 





New Ornament Company 


PROVIDENCE, R. I.—G. Herman Pul- 
sifer, well known in the shoe ornament 
business, has organized a company un- 
der the name of the G. H. Pulsifer Co., 
Inc., with headquarters at 67 Friend- 
ship Street, this city. His announce- 
ment to the trade emphasizes that he 
will specialize on buckles. 





Taylor Home Again 


LYNN—Edric R. Taylor, designer of 
lasts, and director of style shows, is 
home from a trip to the West Indies 
and tropical seas. He arrived in New 
York March 25. 





Henry Lilly Moving 





Henry Lilly at the age of 86 


NEw YorK—Henry Lilly, the Grand 
Old Man of New York’s wholesale shoe 
district, who has been selling shoes on 
Reade street for the last 50 years, and 
whose firm, Henry Lilly Company, has 
been at 88 and 90 Reade street for the 
past 15 years, is moving to another 
street, as the result of the widening 
of Church street. 

Mr. Lilly has found new quarters for 
his shoe auction firm at 110 Duane 
street, and will move about April 1. 
The new location is near the present 
one, so that friends and customers of 
probably the oldest active shoe man in 
this country will be able to find him 
easily. 

Mr. Lilly, a veteran of the Civil War, 
is commander of his G. A. R. Post, 
which at one time was the largest in 
New York City, but now consists of 
but four members. 





Haverhill Plants Busy; 
White Season Predicted 


HAVERHILL—Easter merchandise is 
beginning to pour out of local factories, 
shipments on the smart Spring foot- 
wear leaving the factories daily. The 
new, airy footwear in a wide variety 
of patterns carries unexcelled color 
and style. The light shades of kid, 
notably parchment, stone, and _ the 
lighter grays, figure prominently in 
the slippers for Spring. Late season 
will see black patent and combinations 
of kid and patent in growing volume. 
Blacks, it is estimated, will lead the 
remainder of the month, with after- 
Easter business changing to the lighter 
grays and whites. 

Ties, mainly D’Orsays, narrow strap 
patterns and plain pumps are the ac- 
cepted Spring styles. Many startling 
numbers in combination leathers are 
seen. Patent vamps and quarters with 
collars and straps in _ contrasting 
leathers are winning public fancy, as 
are some sandal effects in the new 
fancy leathers. 

The advance Spring temperatures 
are counted on to set the Easter trad- 
ing period ahead of first forecasts. 
The warm weather has already stimu- 
lated buying and the shoe men believe 
that Easter stocks will be fast con- 
sumed and repeat orders develop even 
before the Easter season arrives. 





Waning in Lynn 
LYNN, MAss.—George Waning, New 
York designer, has joined the staff of 
Reando & Stewart, Lynn, Lynn crea- 
tors of novelty styles. 
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Ferguson with Swan 


BALTIMORE—F. D. Ferguson has been 
appointed a member of the sales staff 
of the Swan Shoe Company and will 
cover North and South Carolina, Vir- 
ginia and Tennessee. To its usual line 
of Pullman slippers and sheep lined 
soft soled children’s shoes, the com- 
pany has added a line of men’s and 
wonten’s bed-room slippers and first- 
walker infants’ stitchdowns. 





Wholesale Trade Gains 
in St. Louis Market 


St. Louis—There is a more opti- 
mistic feeling along Washington Ave- 
nue, especially during the past week. 
Business has picked up rapidly. Re- 
ports from the general line houses are 
to the effect that there is an improve- 
ment in the situation and orders, while 
not entirely satisfactory, aré coming in 
in good volume. Just what is meant 
by good volume may be deduced from 
the fact that one of the largest houses 
reports their business equal to the 
same period of a year ago insofar as 
the month of March is concerned. Add 
to this, that March in this particular 
house last year was the largest month 
of the fiscal year. 

Another encouraging report is found 
in the statement made by a sales- 
manager of a large general line house 
that orders from the South are better 
than at first anticipated and, as to 
general conditions throughout’ the 
South, they find them satisfactory. 
The eastern industrial section is pro- 
ducing the best results in point of 
volume. 

Specialty houses are running along 
smoothly, with orders being received 
in fair volume. Shipments in the 
specialty houses are ahead of last 
year. 


Plan Joint Credit Meeting 


MILWAUKEE, Wis.—The Shoe Credit 
Men’s Association, at its last meeting 
here at the Hotel Wisconsin, passed a 
resolution inviting members of the 
Chicago association to meet in a joint 
session sometime in the future, the 
time and date to be set by the Chicago 
men. This will be taken up by the 
Chicago association and it is likely that 
the date will be in April. Pertinent 
questions on credit were discussed by 
the Milwaukee members at their last 
meeting. 





Hernan with Walton & Co. 


St. Louis.—H. S. Hernan has been 
appointed western sales manager of A. 
G. Walton & Company, Boston. His 
office will be at 414 Pennant Bldg., 
St. Louis. 

He will supervise the sales of the 
central and southwest for Walton’s line 
of girls’ and boys’ medium priced 
McKays. 

Mr. Hernan for the past nine years 
has been connected with the Samuels 
Shoe Company. Prior to that time he 
was with the Rice & Hutchins Com- 


New England Factories 
Show Increased Activity 


Boston—Shoe manufacturing con- 
ditions, locally and throughout New 
England generally, have improved dur- 
ing the past few weeks. Fall colors 
are beginning to be discussed, and the 
six new shades decided upon by the 
allied trades committee, in conjunction 
with the Textile Color Card Associa- 
tion,, are being sampled. The six 
accepted colors are meeting with the 
general approval of the footwear build- 
ers in this section. For Easter, the 
product in women’s and children’s 
shoes, seems to be about equally di- 
vided between light colors and blacks, 
with colored trims. 

All black patent leather in plain 
pumps, high throat patent leather 
pumps, and patent leather one straps, 
are on the increase. Black satin pumps 
are also appearing more frequently 
in the new showings. 

In men’s shoes, new models disclose 
a variety of patterns, in many shades 
of tans, as well as blacks, and fancy 
stitchings. 

Leather prices are holding firm. In 
sole leather, the greatest demand is for 
stock at a price. Calf leather is a 
little stronger in the demand; colored 
kid leather continues strong, and black 
suede calf is showing activity. White 
kid is already being cut in many of 
the factories here and in this vicinity, 
and the future for shoes made entirely 
of this leather, or in white kid, with 
colored trims, looks bright. 





New Styles Appear in 
Fancy Shoe Eyelets 


The increasing vogue each season of 
novelty footwear for both men and wo- 
men is naturally accompanied by the 
production of new designs in fancy 
eyelets to meet the requirements of the 
new styles. Indeed the family of fancy 
eyelets is growing with great rapidity 
and they make such an attractive look- 
ing group that it is not to be wondered 
at that their popularity is increasing 
constantly. 

A sample card is now being distrib- 
uted to the trade which tells the 
novelty eyelet story to the eye very 
effectively. The card contains nearly 
fifty different designs which are now 
available, differing in colors, shape and 
finish. 

The variety is startling. There are 
square eyelets and rectangular, tri- 
angular and oblong, round eyelets and 
oval; eyelets with smooth edges and 
with edges of geometrical designs, some 
even suggesting snowflakes in their 
symmetry and beauty; some are flat 
and some raised, some smooth and 
some embossed; some are silver and 
some gilt, some dull and some with 
lustre finish; others are black or brown 
or variegated. There seems to be no 
end to the diversity of design and color- 
ing represented on this new color card 
and it should be very useful through- 
out the trade for it will enable the 
manufacturer to work out both con- 
trasting and blending effects to meet 
any style requirement or problem that 





pany for ten years. 


may arise. 





WHERE TO BUY 
Men’s Shoes 


i ei i eal 











TAILORED 
HAND LASTED 


Bion F-REYNOLDs Cow. 
BROCKTON, MASS. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 

















WHERE TO BUY 
Children’s Shoes 


“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 
Standard Shoe Materials 


West Virginia 


Fibre Board 


Exacting standards of manufacture 
produce Uniform Quality. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
‘troit New York Chicago 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tannerles at Danversport, 95 South St., Boston. Mass. 

















8 & Cebb, tne.. 
Becton, Mass. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 











The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 








Brass Bros. & Feinroth, Inc. 

62-56 Garden St., Brooklyn, N. Y. 

Novelty Mules—D’Orsays for the 
Exclusive Pm 

















PARISTYLE FOOTWEAR MFG. CO., INC 
N. Y. 

no York Omen, Room 116. 1370" Bway 

HIGH GRADE TURN MULES and D’ORSAYS 

Gatins, Kids, Brocades and Fancy Patterns. 


~~ 


Men’s All Leather House Slippers 
aa 











Bond for 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 




















Novelty Slipper Co. 
Makers of 
Beudoir Slippers of the 
Better Kind 
121-181 West 19th Street 
New York City 
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WHERE TO BUY 


Store Fixtures 





GOODWINDOWS 


was given the display by the use of the full-sized wax figure. 

displayed were colored kids, real lizards and some black patents and 

satins, with a sprinkiing of black and white combinations. The window 

at the juncture of Broadway and Thirty-fourth Street, one of the busiest 

corners in New York, attracted much attention and proved to be-a real 
stimulus to business 





Colorful and most attractive was this display of Springtime shoes in 
the window of Saks, Herald Square, New York, a week or two ago. Life 


The shoes 











Lape & Adler Hold 
Sales Conference 


CoLumsus, On10 (UTPS) —The 
semi-annual sales conference of the 
Lape & Adler Co. of Columbus has 
just been concluded and the 17 travel- 
ers are on their territories, carrying a 
number of new models. The sales con- 
ference was in charge of W. T. Dick- 
erson, general manager of the plant. 
He reported that during the past six 
months the company has been produc- 
ing many more shoes than in any pre- 
vious six months since the factory was 
started. Orders are already beginning 
to come in and a good season in every 
way is predicted. 

The sales force is substantially that 
of the previous season. It consists of 
Dunbar Archer, West Virginia, Ken- 
tucky, Tennessee, Alabama and Missis- 
sippi; Larry Connors, Pennsylvania and 
southern New York; B. J. Coens, IIli- 
nois; Barney Coens, Illinois; Ray Glas- 
cock, North and South Dakota, 
Nebraska and Iowa; J. C. Fridauer, 
New York City and vicinity and New 
Jersey; D. G. Hoyt, Montana, Wash- 
ington, Utah, Oregon and Idaho; A. 
R. Jackson, Texas and Louisana; H. L. 
Lape, Jr., large cities in the Middle 
West; Paul J. Lee, North and South 
Carolina, Georgia and Florida; F. A. 
McGriffin, Minnesota, Wisconsin and 
Upper Michigan; J. R. McNearney, 
California and Nevada; Philip Miller, 
Ohio; A. P. Richards, New England 
and northern New York State; Jack 


Spurlock, Texas and Oklahoma; 
Thomas Talbott, Missouri, Kansas, 
Colorado, Arizona and New Mexico, 


and J. C. Thomas, Indiana and Lower 
Michigan. 


Lifford Takes Over Brown 


MONTGOMERY, ALA. — The Lifford 
Shoe Co. has taken over the Brown 
Built Shoe Store, formerly operated by 











P. C. McRee. An enlar; om hosiery de- 
partment is one of the first changes. 





Oldfield in New Quarters 


Eris, Pa.—R. S. Oldfield, known to 
thousands of folks in this city as 
“Barney,” recently opened the “New 
Oldfield Boot Shop,” in the Erie Trust 
Building, Tenth and State streets. 
From a small beginning, eight years 
ago, the Oldfield Boot Shop, through 
service to the public, has outgrown its 
old quarters. “Barney” specializes on 
The Florsheim Shoe, “For the Man 
Who Cares.” Liberal advertising space 
in the local dailies invited the men of 
the community to inspect “the latest 
arrivals” in the new spring models. 
Assisting “Barney” is Thomas Boyd. 





Morse Opens New Store 


PROVIDENCE (UTPS) — Alfred L. 
Morse, formerly connected with the 
Morse Shoe Store, Inc., has opened a 
women’s shoe store at 262 Westminster 
Street, Providence, under the name 
Morse’s. Patrons and other visitors 
have commented upon the splendid ap- 
pearance of the place. All shoes are 
sold at one price—$5. 

Large advertisements in the news- 
papers heralded the opening of the 
store, and the response, according to 
Mr. Morse, has been beyond expecta- 
tions. 





Caspari Returns 


MILWAUKEE—A. B. Caspari of Cas- 
pari and Virmond, retail shoe dealers 
at Milwaukee, has returned from Cali- 
fornia where he visited with his son on 
his ranch for the past several weeks. 
Mr. Caspari was there during the re- 
cent heavy storms, and said that while 
there was a heavy property loss, the 
state benefited as far as agriculture is 
concerned. 

Mr. Caspari, as general chairman of 
the convention for the state association, 
has already started plans for the an- 
nual meeting to be held in Milwaukee. 
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New ideas in shoe ornamentation are appearing almost every week. 
Here are some bows of leather designed to turn slow movers into fast 


sellers. 


mand. The three at the top are black and white patent. 


Middle West shoe manufacturers suy they are in good de- 


At the 


bottom left is an iridescent parchment trimmed with black; while at 
the right is shown patent and rose blush, pin seal grained kid 








New Jacksonville Store 


JACKSONVILLE, Fta. — The Russell 
Williams Shoe Stores, operating the 
French Boot Shoppe at Miami, have 
opened a new store here under the 
name of the Russell Williams Boot 
Shoppe. 

The new store is located at 119 
Laura Street, and is one of the most 
beautiful in the South. The front por- 
tion is fitted up as a French parlor in 
period style, with beautiful tapestries 
covering the walls. All stock is carried 
in the rear out of sight. The location 
is one of the best in the city. 

In announcing the opening of the 
new store the management expressly 
states that the store is in no manner 
connected with any other in the city. 


Ballou Heads R. I. Ass’n 


PROVIDENCE, R. I. (UPTS)—Harold 
F. Ballou of F. E. Ballou Company, 
Providence, has been elected president 
of the Rhode Island Shoe Retailers’ 
Association, succeeding George 
Peirce, Jr. Other officers have been 
chosen as follows: vice-president, W. 
L. Butler, Pawtucket; secretary, David 
Barr, Pawtucket; treasurer, Joseph A. 
Verenan, Woonsocket; directors, Frank 
E. Ballou, Fred S. Fenner, George E. 
Peirce, Sr., E. S. Lafayette and George 
E. Peirce, Jr. 


Marks Opens Second Store 


WELLSBORO, Pa.—Samuel Marks has 
opened a new shoe store in this town 
at 84 Wells Street, with Stephen J. 
Felton in charge as manager. This is 
the second store to be opened by Mr. 
Marks, the first being in Towanda, Pa. 


Sandals on New Lasts 


Sandals, a leading new style develop- 
ment, are different from familiar san- 
. They are made over a new sandal 
last, shapely, not slipper-like, as was 
the King Tut last. It carries a heel 
of the 16/8 class. Counters are pear 
shaped, and tight grippers, also extra 
firm, for the counter has to compensate 
for the cutting away of the -sides to 
make an open shank. 

















Year to Date Shows 
Gain in Lynn Shipments 


LyNN—Shoe fur Spring and Easter 
openings are now being finished up and 
shipped as fast as can be. Volume of 
business is good. Shipments from the 
Lynn district for the first quarter of 
this year are larger than for the first 
quarter of last year; yet complaints 
are common that business is not as 
good as it might be. 

New samples for late Spring and 
early Summer reveal astonishing de- 
velopment of colors, especially in the 
“compose” or multi-color class; also 
blacks and whites for right after 
Easter. In whites for Summer, makers 
have a fresh strong interest. 

New color combinations show strik- 
ing effects in the reds, greens, blues 
and like hues. A vivid shoe is of 
patent with a diamond of red kid on 
the vamp and another diamond of red 
kid on the shiny black heel. Red shoes 
are trimmed with gold inlay leathers. 
Ginghams, percales and calicoes are 
made up into fascinating trims, in- 
lays, overlays or fancy straps. Stripes, 
on the fancy leathers, may be straight, 
or angular, like the teeth of a saw, or 
sinuous, like the curves of a serpent. 
Reptiles continue in use. Later, sam- 
ples of white shoes, deftly trimmed, 
will be shown. 

New buckle effects are shown on san- 
dals and pumps, easily adjustable; 
also, a new under and over buckle, and 
a new and gay array of ornamental 
buckles for throats of pumps, Futur- 
istic bow trims brighten up many a 
shoe. Large harness style buckles are 
on the wide strap pumps. _ Tiny 
buckles, highly ornamental, are used 
on the straps that are down to a 3/16th 
width. 


Woelfel Going Abroad 


PEABODY, Mass.—Ernest A. Woelfel, 
embosser and decorator of leather, is 
going to -—~ soon in quest of new 
ideas for making fancy leather for 
shoes. He has been importing de- 
signs and finishes for years, and adapt- 
ing them to American styles. 





WHERE TO BUY 


Shoe Ornaments 








ZER BROTAE 


SHOE ORN. 
Studded Heels 
6°8W.32ndSt.New Yor 





WHERE TO BUY 
Ballet Slippers 


omer 





ooo ee 





Im Stock Biack Bal- 
let Slippers 
Ladies’ 1.26 pr. 
Misses’ $1.20 pr. 
f Childs’ $1.15 pr. 


nace SHOE CO., INO. 
147 Deane St., 


New tork, N. ¥. 


















we. 
SUMNER 
SMITH 
25 W. Moenree St 

Chicago, Jil. 








LYONS AND COMPANY 


Heed Tero BALLETS 
Wo's. Miss’ Ona’ 
$1.45 $1.40 $1.85 

Also Hard Toes 
IN STOCK 
Bend for Samples 





























BALLET SLIPPERS -IN STOCK 
of the unusual kind 
Bie2 Bik. Giared Kid. Soft Tee 
eee fh 
Wemen's 
Ales Hard Tess 
SCHWARTZ &2 HERDER, Ine. 
falists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 











HAND TURNED, BLACK KID 





Send for 
ROTH &2 ROSENBERG ‘SHOE eae 
124 N. Srd St., Philadelphia 
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WHERE TO BUY 


Women’s Novelties 


i hi el le ie 











ng Styles! 






compare 

prices A styles with 

others? Samples sent = 
returnable’ at our 

pense! 

Samuel Cohen Shoe Co, 

72-82 Lincoln St. 

Boston, Mass. 













































Latest Styles at 








; Popular Prices 
Always in Stock. ~ 
143 ST.~NEW YORK 








WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 


Make $5,000 to $15,000 a Year 
a of Surgical Chiropody. The 
only uncrowded field. Study at largest f 
in ‘werk. ay X of physicians, 
odists. Finest oe and equipment. Four- 
teenth successful year. a requ’ 4 
ears high school oe equival Course, 2 years. 
classes, October. Gupenunpiles to earn way 
while studying. Write for catalog. Dept. B. 
ae COLLEGE OF CHIROPODY 
{327 N. Clark Street, Chicago 








ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 











New Price Ticket Clips 


INETY-NINE per cent of the 
shoe stores throughout the 
| country have continuous trouble and 
i annoyance with price tickets on their 
. shoes. The price ticket is either 
crooked or turned front backwards, 
) because it is usually held by an un- 
sightly common pin. 

A clip that promises to revolution- 
ize the common pin for holding price 
tickets on shoes is now being dis- 
tributed by M. D. Pollinger Co., 
Victoria Building, St. Louis, Mo. 

This clip is made of metal, neat 
in appearance, inexpensive, small 
and everlasting. Its outstanding 
features are: price tickets tilt at 
any desired angle, slips on and off 
the counter, the tongue, in between 
the laces of the shoe, and eliminates 
the trouble of wading into show win- 


_A Sense of Proportion 


[CONCLUDED FROM PAGE 33] 


that the customers’ desires be studied | the retail dress stores. 


and known; the second is that all 
basic shoe business is built on black 
leathers, regardless of the variations 
of style. 

“Any merchant who will start with 
black as a base color . . . and divide 
his style purchases among the three 
types of footwear, pumps, straps and 
oxfords, and allows sufficient pattern 
variations to suit the demands of his 
trade, will make money and estab- 
lish trade and reputation. Almost 
50 per cent of the volume is in black 
shoes.” 

There is vital need for the shoe 
industry to follow more closely the 
garment industry. Too often, in its 
isolation, the shoe trade has become 


_aware of a fashion in garments, af- 


ter the garments are out and in 





Then it 
feverishly prepares shoes to fit into 
the garment trend, and by the time 
the shoes are in stock the garment 
demand has changed. 

Any merchant that has colored 
footwear in the right selections of 
colors, and showing good taste in 
their combination, is assured of a 
real business on them in May and 
June, for just as sure as there is 
sunshine and nature takes on a more 
colorful garb, there will be a place 
for colors in footwear. 

The black cycle is of short dura- 
tion. The color period is just ahead. 
What black business has developed 
is in the nature of extra business, 
and has had no interfering effect 
upon the countrywide acceptance of 
colors as the season progresses. 








A Profit on Every Pair 


[CONCLUDED FROM PAGE 39] 


pounds of fabricated material, but 
in what it buys in performance, 
comfort, service and appearance. 
Much of this value has been ac- 
quired without increase of unit cost 
to the manufacturer. Better design 
has provided it. Still better design 
will stabilize the automotive dollar 
in the future, with the result that 
production economies, unrelated to 
production increases, may be used 
to increase the manufacturer’s unit 
profit; provided, of course, they are 
not passed on to the public in the 
form of price cuts.” 

A rather neat observation by Ex- 
President George P. Bussey of Ma- 





con, Ga., was made recently at the 
Southeastern convention and is 
worthy of much thought. He said: 
“Money is made in the shoe busi- 
ness today by the man with the 
pencil—not particularly by the one 
who is clever in doping out lasts, 
patterns and colors, but by the man 
who is clever in figuring cost. I 
grant that you must have pretty 
shoes, good fitting shoes, too, but the 
man who through his sixth selling 
sense actually knows what those 
shoes are worth to his trade, and 
what his actual costs are, is the man 
whose banker salutes him as ‘Mr.’ 
when they meet.” 











dows to straighten price tickets. 





Harry D. Dodge Is Dead 


NEWBURYPORT, Mass.—Harry D. 
Dodge of this city, sales manager and 
a member of the firm of Dodge Broth- 
ers, women’s shoe manufacturers, 
died suddenly on the morning of March 
17. Mr. Dodge had been on a business 
trip to Chicago and St. Louis, and was 
taken ill on reaching Philadelphia, be- 
————s with heart trouble. 

e was 59 years old, the son of the 
late John L. Dodge. He was unmar- 
ried. He leaves-:one brother, Chauncey, 
with whom he was associated in foot- 
wear making. Mr. Dodge had a wide 
circle of friends throughout the coun- 
try, and was highly esteemed on ac- 
count of his integrity and high-grade 
characteristics. e was a thorough 
shoeman, and took a keen interest in 

lanning new patterns and color com- 
inations. 








Lumpkin to Open Store 


TAMPA, FLA—F. Clark Lumpkin, 
for the past four years buyer and 
manager of the women’s and children’s 
shoe departments at O. Falk’s, will en- 
ter business for himself in this city. 
Mr. Lumpkin’s success in Tampa has 
been almost miraculous, and during his 
tenure he built a large following 
among the women who bought the bet- 
ter grade of shoes. 

In his own store he will carry his 
own branded shoes, mostly the novel- 
ties, for which there is the greatest 
demand in Tampa. 

His location will be in an exclusive 
ready-to-wear store, “Worth,” 509 
Tampa Street, Tampa, Fla. Before 
coming to Tam a, Mr. Lumpkin was 
associated with Oscar Thompson of M. 
Rich, Atlanta, Ga. The department 
will open April 1. 





on 


\ 













a- 


2d 
8, 
ct 
of 


1e 
is 
1: 
i- 
1e 
1e 
Ss, 
in 


Ly 
1e 
ig 
3e 
id 
in 
P. 


n, 
id 
’3 
n- 












March 26, 1927 BOOT AND SHOE RECORDER 






fT AA OE NT 





| 







Ulli 





Mm 
it 














OO TN: 





\Vh 












Permanent profit comes from sell- 


ing shoes built right and styled 






right by a reputable manufacturer. 






In Hébert Shoes you are safe. 
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Patent leather one strap a 
with Polka Dot saddle, \ bbs 
front piece and heel on Sg te 
our new 22 last with a 
22-8 full Louis heel. 














HEBERT SHOE COMPANY 


BOSTON OFFICE Shoemuakers FACTORY 
207 ESSEX ST. Since 1871 STONEHAM, MASS. 
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These Are Repeaters—Put Them In For Action 





Every mail brings in orders 
and re-orders on these partic- 
ular models. They are prov- 
ing exceptional sellers, with 
the call coming in from all 
quarters. 


Sunny Sandal 


All Parchment Kid 





$4.60 


Goodee 
Patent Leather 
20/8 Spike—14/8 Cuban 
Black Satin 
Spike only 
A-B-C 
$4.00 


Kid, $4.60. 


MERCHANTS 


57 Lincoln Street 





All Black Patent Leather 
20/8 Spike and 14/8 Cuban 
A-B-C 


Also a sandal of similar pat- 
tern in Blue Kid and in Red 





Our stock of these lines has 
been replenished. I am sure 
that you need not hesitate to 
put them in your stock, too, 
with real profit. 

Sincerely, 


Geo. M. Rosen, Gen'l Mgr. 





Dorothy 


All Patent Leather 
All Black Satin 
$4.00 


All Red Kid 
All Blue Kid 
20/8 Spike Heels 
A-B-C 


$4.60 
SHOE COMPANY 


Boston, Mass. 














Should Best-Ever Quality 
, Interest You? 
Your customers look for the 


name “Best-Ever”—it assures 
isfaction. 
t Displays act as fe- 
ders. In-Stock Ser- 
* vice helps you size-up 
regularly. 
Result — year 
‘round _ Best- 
Ever business. 


True Economy demands 
@ foundation of Quality 


~~. 
£ 


a: ‘BISI- [VER 





PERECO, IN 


7S F G§ONT ST, BRGOKLYN NY 
é Ok ice Kednsiko- Narbridlge ey 








THE JODHPUR | 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has developed 
a great vogue 
with really 
smart people. 
Ours are En- 
glish made—di- 
rectly imported 
and made of the 
highest grade 
English leather 
—by crafts- 
men schooled” in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 
and quality. 





IN STOCK 
Tan Willow—Black Calf 
and Patent Colt 
For Men and Women 


COLT CROMWELL CO., Inc. 


594 Broadway New York City | 


We carry all riding accessories, boot trees, boot hooks, boot 
jacks, non-rust spurs and chains, riding crops. Also—leather 
puttees in large variety. Send for catalog. 














1927 
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By Teachers and Dancers Alike 


CAPEZIO BALLETS 





rofessional 
Hard and 
Soft Toe 
Slippers. 


samen 








Extensive advertising has made them known from 
coast to coast as the premier Toe and Ballet slip- 
pers of America. You can build an easy source of 
profit and establish local prestige with CAPEZIO 
BALLETS. 


Have you ever inquired about our agency plan? 
Some good territories still open. 


Established 1887 
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a West 48th Street New York City 





Black Bottom 


The New VANITY Bow 
for the Flapper 
Fashion’s Latest Fad 


Can be quickly attached to 

operas, gore pumps and 

tongue pumps. 
SPECIALLY PRICED 


FOR THE 
RETAIL TRADE 










Bow No. 3439 


Patent and Satin 
carried In-Stock 


$6.00 per doz. pairs. 


Combinations in 
Coloreé Kid 


$7.00 per doz. pairs. 


Distributors for New York State 
Blog Shoe Finding Co., Inc., 147 Duane St., N. Y. City 


VANITY NOVELTY WORKS 
1261 Atlantic Ave. Brooklyn, N. Y. 
























Ornamental Fastener 
' for Oxfords and Ties 


Grips laces securely and 
assures a natty and un- 
wrinkled bow in the cor- 
; rect position on the shoe. 
4 No tying or untying of 
: knots or bows with the 
use of this instantly at- 
tached little fas- 
tener. 






















Write for trial 
assortment of one 
dozen pairs and 
display card, to be 
sent direct or 
through your job- 
ber. 









AMBECOR CORPORATION 
321 Broadway, New York City 













We will ship Greeley Boudoirs 
anywhere at any time. They 
are salable the year around—a 
line of everyday, sensible slip- 
pers. In black or colored kid, 
with leather or rubber heels. In 
stock for immediate delivery. If 
your jobber does not sell 


































The Belvedere Hotel | 


48th Street, West of Broadway, N 
Times Square’s Finest H 


Within convenient walking distance 
business centers and theatres. Ideal tr: 
450 Rooms—450 Baths 
Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, $5.00 Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Special Weekly Rates 


Furnished or Unfurnished Suites with servips pantries, $95 to $150 
per Month a # 


Mederately Priced R F ring a Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 








, important 
it facilities. 
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If e fi d ee D Santon 
j 
i -Classified and Opportunities Department ran 
iy RATES AND OTHER INFORMATION 
| Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on on 
i) Monday of the week of publication in order that advertisements be published same week. Foo 
Otherwise insertion will be put over to the following week’s issue. _ 
ip ; T 
ip POSITIONS WANTED : When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- a 
mane <e-~ ax vertisers desire replies forwarded direct to their address W AN 
° Bh anit word. Minimum Charge 75c. each word of their address must be counted in the ad- ouidle 
ALL Ye per 1. Minimum Charge $1.25 vertisement and paid for accordingly. Towa. 
| ALL DISPLAY SPACE Payment in advance is required, except when regular 2 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. Ss price 
hi 
Nebrash 
Liberal 
i dress ( 
| —_— 1627 Le 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 
| RARE 
| which” 
| Louisiat 
3 WHOLESALE SHOE SALES- ae . 
SALESMEN WANTED MEN WITH SUBSTANTIAL | ft 
RECORDS saenh. 
' Prominent manufacturer of medium priced shoes wants specialty salesmen for its line of ee 
men's - a welts in eee Serettestene —_ BH Bagiané except Poanecticut. Three territories available. Quality io. 3 
0. ew Yor'! e exce reater New Yor y an ng Island. 0. aryland, line of Young Men’s snappy go- today. 
Plovida. 5 Ne yp he Virginia.” No. 4 F wn Rnng Not ) ng A RA Hwa By getter shoes. Will compensate York S 
Missouri and Arkansas except Kansas City. No. 9 Kentucky and Tennessee. Our specialty according to established record. 
; a8 style shoes for young men to retail at $4.00 and $5.00 and our men’s $2.85 line is un- Applications held strictly confi- 
i y strong. Our boys’ shoes correspond in grade and style to our men’s and are built —_—— 
; — only to wear but to have strong style appeal. We have established accounts on our dential. We want real shoe sales- 
other lines in all of these territories which will be helpful in placing this line. This is men. Experienced. No others 
%) an attractive proposition for financially responsible mature men and should appeal to 
retailers who would like to do some traveling to enlarge their income and incidentally need apply. ELL 
increase their knowledge of how the other fellow does business. Our line is planned and tabli 
priced to the business of the better class of retailer. Give complete information. Address C-725, care Boot & Shoe on ann 
Address C-721, care Boot and Shoe Recorder, 207 South St., Boston, Mass. —v 207 South Street, Boston, eires chs 
ass. d. 
oe Bo 
Boston. 
' 
; INE 
: ere . *. Nov: 
To Qualified Side-Line Salesmen - Bagh nm > - dollars 
- ° lina. I 
we offer the opportunity to sell Clarke’s Universal FOR NEW YORK STATE Shoe R 
Foot Measurer on a commission basis. See adver- We would like to interview ap- ne 
tisement on page 27. This device fills a long-felt plicants who are now selling a ise 
is ciaall sla 1 M f 4 ceadl line of men’s shoes in New York selling 
need and is selling easily. en of good standing State. The one we choose will be Southe 
only need apply. Give sufficient details in first given an attractive opportunity oe 
> , d and liberal backing. This is not prices. 
letter upon which to base our judgment. Address a job for any other than the best. C723, 
Our established business is fairly oo Oe 
CLARKE SALES CORPORATION good but could be developed to 
4 BEACON STREET, BOSTON three times its size with our = 
values. 
If you have a record that talks 
for itself don’t hesitate to talk to 
us. We’ll make the connection as PO 
. remunerative as your ability mal 
oe - ; enc 
State of Georgia States of North & merits. mer 
* Apply direct to M. M. Stollmack, com 
Stitchdowns and Growing Girls’ South Carolina c/o The . & A Shoe Co., 139 Be 
Welts Stitchdowns and Growing Girls’ “Duane St. N. Y. C. Sor 
Salesman wanted to sell a popular- Welts — 
priced line of high grade children’s n a 
stitchdowns and growing girls’ perm line of Aye A AN unusual opportunity is offered to resident an 
welts in state of Georgia. Only stitoneowns | and eens, arty AT alesmen, 7 oe - = with their poe 
¢e pecti ? 
mam wh aetananes trate destees. Carolina. Only. man with estab- sent one of the finest and most com ite Hlnes = 
| Please give us references in your lished trade desired. Please give of. men’s, women’s, children’s up- p En 
first letter. us references in your first letter. sli ippers. rooklyn turns, Satin and need ith fe 
: aoe , "Domes atte priced See i gi 
Helmholz Shoe Mfg. Co. Helmholz Shoe Mfg. Co. = c — records Only ti _ *No characte 
Milwaukee, Wis. ; Milwaukee, Wis. ections to a non-conflicting side line. ‘Write Record 
full particulars and references in first letter. 
ress C-705, care Boot and Shoe Recorder, ere 
259 W 35th St., New York. In 
\LESMAN for Northern New Jersey. Travel ™ 
Ss by auto. Stitchdowns, McKay's, wea, leg- S ALESMEN wanted to carry line of rubber Recor: 
gings. Prefer man_ residing in Newark. heels on a 10 per cent commission. Apply @f in 
Hagerstown Shoe and Legging Co., Hagers- for free districts. Mr. Albasio, 97 Water They 
town, Md. Room 603, New York City. 
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SALESMEN WANTED 








FOR SALE 


WANTED TO PURCHASE 








WANTED 


Experienced salesmen to sell on com- 
——_ tC of Women's Arch Support 
Foo tried in stock. Territory 
open yy BH Indiana, Southern Iowa. 


Till Shoe Co., Owego, N. Y. 








FOR SALE 

A Modern Shoe Factory—located in the 
St. Louis District. Good building, fully 
equipped and manned for 1,400 pairs 
daily production Men’s Dress Welts. 
Excellent organization, ample supply 
trained labor. A rare opportunity. 
Address C-726, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. 
pondence confidential Established 1890. 

MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishi 
goods, etc. Dry Dock 085: 








, artment store; must be capable. Prefer 
single man. Halberg & Sons, Storm Lake, 


Iowa. 





ALESMEN—Strong in-stock line of medium 

priced boys’, children’s and growing girls’ 
shoes. Arkansas, Colorado, Kansas, Missouri, 
Nebraska, Oklahoma, Texas, Utah, Wyoming. 
Liberal proposition. State experience. Ad- 
dress C-724, care Boot and Shoe Recorder, 
1627 Locust St.. St. Louis, Mo. 





RARE OPPORTUNITY—We are changing 
representatives in the following States in 
which we have established trade: Missouri, 
Louisiana, Mississippi and Alabama. Want 
men to carry our line of In-Stock leather 
house slippers as a side line. Must live on 
territory and cover same close by auto. Give 
full particulars in first letter. No drawing 
account. Weekly settlements against orders re- 
ceived. Twenty men now successfully selling 
line.. Easiest selling commodity in shoe game 
today. Maid-Rite Corp. (Manufacturers), 35 
York St., Brooklyn, New York. 








LINE WANTED 


ELL KNOWN SALESMAN with large es- 
tablished business in North and South Caro- 
lina and adjoining States, now employed, de- 
sires change. Only bona fide proposition consid- 
ered. No side lines wanted. Address C-728, 
care Boot and Shoe Recorder, 207 South Street, 
Boston. Mass. 








INE WANTED—In stock women’s snappy 
Novelty McKays to retail—four, five and six 
dollars—by young man living in the territory 
who knows shoes, for North and South Caro- 
lina. Let’s go! "Address C-722, care Boot and 
Shoe Recorder, 207 South St.,” Boston, Mass. 





Witt be open for proposition after March 
15th. we years’ experience; our company 
selling hi grade shoes in six of the best 
Southern _ a established business with best 
accounts in territory; list of customers and pros- 
pects around four hundred. I prefer popular 
prices. Personal interview desired. Address 
C-723, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








POSITION WANTED 








POSITION WANTED as buyer or 
manager. I have had 30 years’ experi- 
ence managing and buying for depart- 
ment and shoe_ stores. Thoroughly 
competent to take entire charge in 
owner’s interests. Address C-711, 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


W ANTED—Experienced shoe man, for de- 


F QR SALE—Only exclusive shoe store in 
Southern Idaho city of 10,000, on largest 
irrigated tract. Stock and ‘fixtures invoice 
about $18,000. Yearly sales are about $50,000; 
established 18 years, making money. If inter- 
ested, write Box 1055, Twin Falls, Idaho. 











SHOE STORE FOR SALE 
for cash. Stock $10,000 and fixtures 
$700, as of January ist. Bills all paid. 
Ten years in present lecation. One of 
best buildings in city. Rent $140 monthly. 
Lease expires November Ist, but can 
— for i years. Full particulars 

be had by addressing SHIELDS 
SHOE STORE, Pocatello, Idaho. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


























PARTNER WANTED 








PARTNER WANTED 


Between 25 and 40 years old, willing to work 
and invest five thousand dollars in a chain of 
shoe stores and departments in Chicago and 
surrounding, three departments to be opened 
Probabilities are investment will 
be returned the first year. 


JOS. WOHL 
137 S. State St., Shoe Dept., Chicago, II. 




















AN thirty-three years old with fourteen 

years’ Chain Shoe Stores experiences in 
operating, opening new stores and directin 
sales of several stores; am at present employe 
in direct supervision of stores, but desire 
change; would be interested in getting in touch 
with factories contemplating opening up chain. 
Can give best of references as to ability and 
character. Address C-727, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








Information for Shoe Merchants 














EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established to assist the 
employer to find the trained office, sales or 
factory executive. Also to help qualified 
men and women locate the particular posi- 
tion they desire. 

Confidential service to employers without charge! 

PETERS EMPLOYMENT SERVICE 

31 State St., Boston, Mass. 
Congress 2870 

















STORE SUPPLIES 











price tickets 
TILTS AT ANY ANGLE 


Small, Neat, Everlasting with yr | 
mmon pin 


M. D. POLLINGER CO. 





Sell Us Your Left Over 


New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














MERCHANT NEEDS 











Milbradt 
Ladders 


made for 40 years 
by the origina] in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 

















416 Victoria Bldg. St. Louis, Mo. 











OF N=) 


The DISTINCTIVE and 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


23-359 W 3472S. NVC 
Phone WISCONSIN 8130 
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MERCHANT NEEDS Forsythe Personnel Changes MERCHANT NEEDS I 


CLEVELAND (UTPS)—Charles_ L. 
=. formerly assistant oe of 
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Immediate Delivery Trade 
Is Good in Milwaukee 


MILWAUKEE—Business generally in 
the shoe industry is: good according to 
local manufacturers who have their 
production at a good level and are re- 
ceiving orders daily calling for imme- 
diate delivery. Retail shoe merchants 
on the whole are not buying far ahead 
on the style shoes and one of the com- 
panies said that it had noticed the 
trade was anticipating only from 60 to 
90 days. Tans are running stronger 
in the men’s footwear and novelties 
and blonds are also being manufac- 
tured. 

James H. Pratt of the Walter J. 
Booth Shoe Co., reported that business 
is good now and that there has been 
a good volume on mail orders. The 
trade is starting to take footwear for 
Easter, in this section, and the North- 
west will open soon. Fred A. Mayer 
of the F. Mayer Shoe Co., said that 
during the last few weeks business 
has been only fair as there has been a 
slowing-up, but that the mail orders 
are above those for the corresponding 
period of last year. More favorable 
weather should bring orders from those 
sections which have had considerable 
snow. 


A. W. Bush Visits Texas 


DatLtas (UTPS)—A. W. Bush, vice- 
president of the Nunn-Bush Shoe Com- 
pany of Milwaukee, has been visiting 
dealers in Texas recently. He former- 
ly lived in Dallas but has been with 
his present connections for several 
years. He said the Nunn-Bush plant 
has a capacity for 3000 pairs of men’s 
shoes daily and is now operating 
around capacity output. He said the 
company supplied 3000 dealers in the 
United States. Speaking of the shoe 
business he declared 1926 was the best 
year in their history and that the first 
two months of the present year saw 
considerably better business than for 
the same period in 1926. While in 
Dallas he spent most of his time with 
E. M. Kahn & Company, dealers. 


Ornsteen Adds Turns 


HAVERHILL— The M. T. Ornsteen 
Shoe Co., prominent makers of 
women’s McKays, are about to add a 
line of women’s turns to their produc- 
tion. The McKay lines will be con- 
tinued and will feature the Ornsteen 
line, but the companion line of turns 
will represent an addition in business. 
It is planned to start this line next 
month at a limited capacity. 


Baker with Bourn Co. 


PROVIDENCE, R. I.—Charles H. Baker, 
who until recently was vice-president 
and general manager of the Firestone 
Footwear Company, of Hudson, Mass., 
is now associated with the Bourn Rub- 
ber Manufacturing Company of Provi- 
dence. Mr. Baker has been elected 
vice-president of the company and a 
member of the board of directors. The 
Bourn company makes rubber boots 
and shoes. 





Wellington Opens Branch 


BALTIMORE (UTPS)—The Welling- 
ton Process Company, of Binghamton, 
N. Y., manufacturers of tanning mate- 
rials, plan to open a branch in Balti- 
more. The company has leased the 
two-story warehouse at 1413-15 Philpot 
Street for a term of years. The build- 
ing contains 20,000 square feet of floor 
space, and will afford the company suf- 
ficient areal room for its local business. 


Shoe Merchants Join 
Appleton’s Dollar Day 


APPLETON, Wis.—(UTPS) —In co- 
operation with other merchants of this 
city, the shoe dealers took part in a re- 
cent Dollar Day sale and by working 
hand-in-hand with all other retail busi- 
ness men have illustrated the results 
that can be obtained by systematic 
harmony and unity. 

The Dollar Day sales were con- 
ducted under the sponsorship of the 
local advertising club in cooperation 
with the Chamber of Commerce. Other 
years the shoe dealers refused to enter 
the sales but they were induced to take 
a chance this year. 

The sale was held for two days and 
all merchants assisted in paying for 
four full page ads in the local news- 
paper on as many days before the sale, 
which were devoted entirely to calling 
the public attention to the sale and in- 
ducing them to visit Appleton on those 
days. The merchants further co- 
operated by tying up local advertising 
copy and window displays and interior 
displays. 

The plan met the approval of the 
shoemen and the sale was a great suc- 
cess from two standpoints, the amount 
of shoes sold and the cost of selling 
them. The selling cost was much lower 
because the combined efforts of every- 
one had such a tremendous pulling 
power that thousands of people came 
from the nearby cities to do their 
shopping in Appleton. In addition to 
selling large quantities of slow moving 
merchandise at a small advertising 
cost, many new patrons were brought to 
the stores. 


Lane & Mathews Partners 


MONTGOMERY, ALA. — E. N. Lane, 
formerly with Alex Rice, and J. Reeves 
Mathews of the Bullock Shoe Co. have 
formed a partnership under the name 
of the Peacock Bootery. Space has 
been leased in the Alex Rice store. 
Men’s and women’s shoes retailing at 
$8.00, $10.00 and $12.00 will be carried, 
as well as a high grade line of chil- 
dren’s shoes. 


Deans with Fyfe 


Detroit—Royston R. Deans, for the 
past ten years with the Walk-Over in- 
terests in Chicago, and latterly man- 
ager of the Monroe Street store of that 
firm, has assumed the position of man- 
ager of the women’s high grade depart- 
ment at R. H. Fyfe & Co.’s, made va- 
cant some time ago by the resignation 
of Ross Filion. 





Feltman-Curme Evansville 
Store ‘‘Redecorates”’ 


EVANSVILLE, IND.—R. Earle Prewitt, 
manager of the Feltman & Curme local 
shoe store, reports a bright outlook 
for spring. This store has _ been 
entirely renovated, with new decora- 
tions, new fixtures; the windows re- 
modeled, and the carton colors changed 
from white to two shades of tan. Mr. 
Prewitt states that light shades in 
shoes, with 16/8 to 20/8 heels, are 
“the best bet” for women, and that 
men are fast getting away from black 
shoes. 

Mr. Prewitt has been in Evansville 
for about 18 months, coming here from 
the Terre Haute store. 


Europe to Make “Fairies” 


AuBURN, N. Y. (UTPS)—Adolph 
Wolloch has been selected to start the 
manufacture of Fairy Forms in Eu- 
rope. A few weeks ago an agreement 
was signed at Boston between the 
United Shoe Machinery Corp. of Bos- 
ton and Messrs. Douglas Woodruff, 
vice-president, and W. J. Dewitt, pres- 
ident of the Shoe Form Company, Inc. 
of Auburn, pertaining to manufacture 
of the Fairy Forms by the United Shoe 
Machinery Corp. in all foreign coun- 
tries, Mr. Wolloch was selected by the 
Shoe Form Company and the United 
Shoe Machinery Corp., to start the 
manufacture in foreign countries. 

_ The equipment for the first plant 
in Europe has been shipped. Equip- 
ment for other plants for Germany, 
also equipment for countries in South 
America will follow in a short time. 


Favors Manufacturers 


HAVERHILL—Chairman Edwin New- 
dick of the Haverhill Shoe Board 
has ruled that the Shoe Workers’ Pro- 
tective Union has no right to put a 
stint on any workman employed in the 
industry. The board’s ruling provides 
that there shall be no agreement as to 
the production to be given by an oper- 
ator, or any restriction or limit on the 
amount of work to be produced. This. 
decision is regarded of general local 
importance, and to have a bearing upon 
the industry in general where the 
craft is highly organized. 


Lincoln Opens New Store 


he Lincoln Shoe 
arters in Baltimore, 
Md., have o a new shop at Fourth 
and Chestn Streets, Philadelphia, 
featuring a line of $6.00 shoes for wo- 
men. This organization operates chain 
stores not only in these two cities, but 
Washington as well. 

Max Greenwald is head of the or- 
ganization. 


PHILADELPHI 
Stores with h 


G. W. White with Oreck’s 


DutuTtH (UTPS)—G. W. White, 
formerly manager of the I. Miller shoe 
department for E. E. Atkinson & Co., 
Minneapolis, is now assistant manager 
at Oreck’s, which handles the I. Miller 
line, in its shoe department. 
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Getting More Shoes Sold Right; not only “more” but “right’’; sold 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 





A move- 


HE children’s crusade. 

ment to bring back a lively in- 
terest in service to children, fea- 
tured in next week’s issue. 


AGS to match shoes are accepted 

everywhere. We will show an- 
other link up between ornamenta- 
tion on the shoe and arm. 


VERY woman needs new ho- 

siery and our Hosiery Section 
next week will indicate the fashion- 
able trend. 
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FLEA EKKASE, 


SAKE KEEE SA 
THE QUALITY al BOX TOE 


te 
t 

















The Origin of Style in Footwear 


HE Crakrow or Poulaine shoe worn in Europe dur- 

ing the fourteenth century represents the first effort to 
develop a style in footwear. This shoe had an extended up- 
curved toe that became so long that it was often fastened 
to the knee by a cord’to prevent accident. This style was 
finally abolished by the imposing of summary fines by 
the state and threats of excommunication by the church. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 















The style and 
beauty of modern 
footwear is expressed by 
the toe. (elastic box toes 
pteserve the original style 
lines throughout the life of 
the shoe. See. that your shoes 
are equipped with (elastic— 
The Quality Box Toe 
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